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RINGEN STOVE CO. 


DiV.OF AMERICAN STOVE CO. 


ST. LOUIS, MO. 


| BURNERS ARE EASY TO RE-WICK 
| CHIMNEYS ARE PORCELAIN ENAMELED 


NO RUST - EASY TO CLEAN 


The FRONT RANK Club 


TRAROE NAME RESIST EREM 





SAN FRANCISCO. CAL. 
715 INDIANA ST. 














Have you joined it? 


The most wide awake dealers all over the country are joining; 


and if you haven't already done so, youd better join now--- 
while there is a chance. Get “‘in” on the 


ONT RANE Steel Furnace The 


ONT RANE Service 


48: ere mee 











which is called the ‘fool proof’ furnace because it 
is so simply yet scientifically built that even an 
unskilled operator doesn’t get into trouble with 
it; which burns any kind of fuel, and gets more 
heat value from it because it has the longest fire 
travel; which stays in order, has no direct draft 
to warp and buckle---and which makes a booster 
out of every user. 

Ask us about the FRONT RANK, Schoo! Heater 
and Ventilator. It sells at sight to any modern 
School Board. 


Take a straight tip from us: 


‘‘ FRONT RANE Club’’ might mean to you ina business 


way, write to us, and find out. 





4058 Forest Park Ave. 





If you don’t know what the 


Haynes-Langenberg Manufacturing Co. 


would make the dealer’s work easy if he were sell- 
ing even an inferior furnace---say nothing about a 
superior article like the FRONT PANE Steel 
Furnace. We furnish the dealer attractive win- 
dow and counter cards, with “‘pep” and ‘“‘punch”; 
in them, calling attention to the FRONT PANE 
Steel Furnace. We give him store signs, that 
stir up trade, and are spending thousands of 
dollars in a National Advertising Campaign that 
will make the name of the FRONT PANE Ste: 
Furnace a household term from sea to sea, and 
make it still easier to sell this splendid furnace 


Good bye! We’re going 
home ga@NTRAn- 


too hot for us. 





TRADE MARK 


St. Louis, Mo. REG. U.S. PAT. OFF. 
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AT THE RECENT meeting of the Southern Stove 
Manufacturers’ Association one of the important 
topics discussed was the matter of 
Early Stove <necifications and shipments under the 
- ppiecon freight and labor conditions which are 
. quite likely to be materially affected by 

the progress of the war. 

It was urged that manufacturers make every effort 
to have stove dealers specify and order out shipment 
of their purchases for fall, at least thirty days earlier 
than has been customary, inasmuch as there is a de- 
cided scarcity of labor, a great difficulty in securing 
raw materials and serious traffic congestions now and 
no sign of improvement until the war ends. 

This is good advice and we take pleasure in calling 
the attention of our subscribers in the retail and 
wholesale stove business to this matter as their own 
interests are of course vitally affected. It is neces- 
sary to have stock on hand at opening of the season 
and this cannot be accomplished this year unless spe- 
cial provision for such delivery be made—by follow- 
ing the suggestion of the manufacturers and specify- 
ing delivery thirty days earlier than usual. 








IN THE critical period which we have just entered 
it is imperative that every man do everything he can 
to make conditions as little burdensome 
Bigger Crops 5 it is possible, and the retail hardware 
An Absolute . 
Necessity. dealer can contribute a great deal toward 
the solution of the very serious food 
problem which we face right now. 

So far as grain crops are concerned, the acreage is 
practically decided, as the seeding of smal! grains will 
be finished in a few weeks, and little or at best only a 
comparatively small increase can be hoped for in 
these for this year. 

Where, however, a very big impetus can be given 
is in the matter of “garden truck”—potatoes, beans, 
cabbage and other vegetables that will “keep,” and 
here the hardware dealer owes it to his own self-inter- 
est to stimulate in every way cultivation of as much 
land as possible for the raising of extra large crops of 
these necessary raw food materials. 

Not only will he thus be instrumental in preventing 
much hardship by unduly high prices on these vege- 
tables, but he will do himself a good turn by the very 
considerable increase in sales of garden tools, such as 
spades, rakes, hoes, etc., which will naturally result 
from greater activity among the people in the cultiva- 
tion and raising of these various ‘:inds of vegetables. 
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THE UnitEep States Supreme Court in a decision 
rendered April ninth has declared that price fixing 
regulations by means of “licenses” for 
gee use of patented articles are illegal, 
Sikes Tabs. and furthermore that manufacturers 
cannot under the law restrict the use of 
their patented machines to materials “licensed” for 
such use. 

This decision makes it still more desirable for every- 
body concerned who does not pursue price cutting 
methods as a means of competition, to have a federal 
law passed prohibiting the unrestricted or indiscrim- 
inate cutting of prices on nationally advertised, trade- 
marked articles. 

Manufacturers have resorted to various contriv- 
ances in the past in the attempt to prevent such indis- 
criminate price cutting on their products, which all 
true economists are a unit in regarding as injurious— 
not only to the smaller merchant but to the consumer 
—but all of these attempts have failed because of the 
limitations inflicted under the Sherman Law, which 
was passed for an entirely different purpose. 

So long as this antiquated statute remains in force 
it will be impossible to stop one of the worst phases 
of unfair competition unless by the enactment of the 
Stephens-Ashurst Bill or some similar measure the 
manufacturer of a well ‘known trademarked article 
is enabled to make it a condition of sale that any one 
selling this article in a regular way must adhere to 
the re-sale price fixed by the manufacturer, if neces- 
sary under the regulation of the Federal Trade Com- 
mission. 

We fail to see where any legitimate interest can be 
harmed by such an arrangement. 

Surely not the manufacturer, for he will be free 
from the friction, annoyance and loss of business 
which are caused by the unfair price slashing meth- 
ods of the department and chain stores. 

Certainly the retailer as a class will not object, for 
he will no longer have to contend with the piratical 
competition of the indiscriminate price slasher, who 
thrives on the reputation established by the manufac- 
turer for the particular article. 

And least of all the consumer, for he will not be 
the victim of the untruthful “bargain” offers of un- 
identified merchandise, which are bolstered up with 
the advertising of well known, trademarked articles 
at near or less than actual cost price. The consumer 
always pays more than a fair price for unidentified 
merchandise in such stores as indulge in this clearly 


unethical and exaggerated form of advertising, it be- 
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ing evident that the loss taken on the trademarked 
baits offered at cost or nearly cost must be made up 
by the extra profit derived from sales of merchandise 
with the value of which the consumer is not familiar. 

Hitherto the opponents of legitimate, honest meth- 
ods of merchandise distribution have succeeded in 
preventing the passage of remedial laws, such as the 
Stephens-Ashurst Bill, and with the antiquated Sher- 
man .\nti-Trust Law being used as a shield by the in- 
discriminate price cutter, there is every reason why 
all honest merchants should make it a point to interest 
their customers in this very important matter and thus 
secure cooperation from them in bringing the strongest 
possible pressure to bear upon Congress at Washing- 
ton to have a Price-Maintenance and Honest Adver- 
tising Law passed. 

Public opinion needs education along this line, and 
it is up to the manufacturers and their salesmen, the 
wholesalers and their salesmen, the retailers and their 
salesmen, to bring the consumer who is not posted, to 
see the importance of this matter to him. Then there 
will be short shrift for the opponents of the Stephens- 
Ashurst Bill, and it will be enacted quickly. Congress- 
men count votes, and so long as they hear nothing 
from the large portion of their constituency they are 
not likely to bestir themselves very much because a 
few hundred thousand retailers, wholesalers and man- 
ufacturers make demands upon them. 








A STRIKING instance of the carelessness and indif- 
ference which is prevalent among even those who 
pride themselves upon being members 

A Lesson of the so-called better class of citizens 

Learned at , . . : 

Big Cost. 4S” furnished in the recent primary 

election for aldermanic candidates in 
the city of Chicago. 

In one of the “silk-stocking’ wards an alderman 
for whom his supporters make the claim that his rec- 
ord of constructive work in the City Council and his 
personal honesty and ability entitled him to re-elec- 
tion was defeated by a close vote upon the “un- 
official” returns. When the recount was completed it 
was found that hundreds of voters, supposedly well 
educated and cognizant of the provisions of the elec- 
tion laws as to the marking of the ballots, had in 
various ways made their ballots illegal by not mark- 
ing them in the proper manner and the alderman was 
as a result not nominated. Some had put a dash, some 
a cross outside of the square, some a cross behind his 
name, some had let the cross extend far beyond the 
square, etc., all of these ballots being thrown out by 
the Election Board because “they were marked in such 
a way as to identify the voter.” 

If this had happened in one of the so-called “floater” 
wards where crookedness is looked upon and guarded 
against as a matter of course, these identifying marks 
would have found their natural explanation in at- 
tempts to “deliver” the votes of certain persons who 
were to be paid for voting in a certain way, but in this 
ward, populated practically altogether by well edu- 
cated men and women, the only explanation that is 
reasonable is found in the almost chronic carelessness 
with which our people are afflicted. 
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We help to elect bad men to positions of responsi- 
bility by our indifference and our negligence. We are 
instrumental in defeating good men by our careless- 
ness. P 

We pay an enormous tax every year—in the shap: 
of fire losses—by our carelessness. We waste millions 
of dollars worth of our own property and that of 
others by.not using proper safeguards against “acci- 
dental”’ fires. 

One of the lessons that the peoples in Europe are 
learning—have learned, in fact—in the awful strug- 
gle which is now taking place over there, is that it is 
absolutely necessary for the individual to exercise 
great care as to the maintenance of property and the 
husbanding of natural resources, and it is not at all 
an overdrawn statement that even if the United States 
of America should find it necessary to spend a hun- 
dred billion dollars in this struggle which it now seems 
certain that we must enter, the money would be well 
spent if we learn the lesson that has been inculcate:l 
in the blood and minds of the people of Europe. 








ONE OF THE really important points proven by ef- 
ficiency experts is the fact that in most business enter- 
prises it has in the past been necessary 


Bd to hire 1,000 men extra a year for a plant 
abor shies ; ! 
orde ’ 
Tuoniteer | OF ler to maintain a working force of 
500. 


In other words, there has been what is termed a 
labor turnover of 200 percent. 

According to the lowest estimate, the cost of hiring 
and breaking in a new worker is not less than $40.00. 

Kliminating ten percent of the extra 1,000 men hired 
as due to natural causes, such as death, sickness, etc., 
we have goo useless employes at a minimum cost of 
$40.00 each, or $36,000 each year for that particular 
enterprise—quite a sizeable profit in itself. 

But finding that there is a loss isn’t of any special 
value. The loss may not be preventable. 

So we must go further and ascertain whether it is 
possible to prevent the loss. To do this we must find 
the cause of the loss—and this has been done by the 
Committee on Industrial Betterment of the American 
Hardware Manufacturers’ Association, under the able 
leadership of F. H. Payne who it will be remembered 
was one of the Vice-presidents of this progressive or- 
ganization during the 1915-16 term. 

It was found by this Committee that where the “hir- 
ing and firing” was done to any degree by the foremen 
there was always a considerably higher “labor turn- 
over” than where a special Employment Bureau, man- 
aged by a high grade man, had charge of this work. 

One of the other definite results of the recommen- 
dations of this Committee is that the foremen will 
have much more time to supervise and improve the 
actual production work and, therefore, further increase 
the cfficiency of the working force—all of which means 
better products and less cost of production. 

Incidentally, this is a matter which may well be re- 
garded with special interest by the retail hardware 
dealer, for anything which tends to improve the 
quality and at the same time lessen the cost of produc- 
tion is bound also to mean more satisfactory business 
and better profits to him. 
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RANDOM NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 





When Irving S. Kemp, the popular salesmanager 
of Vaughan & Bushnell Manufacturing Company, and 
the lady of his 
i choice returned 
from their wedding 
trip two years ago, 
I was one of those 
who had the pleas- 
ure of visiting them 
at their pleasant 
home in Oak Park, 
the beautiful west- 
| ern suburb of Chi- 
| cago. 

It will be remem- 
bered that Brother 
Kemp was the first 
Treasurer of the 
Hardware Club of 
Chicago, and _ that 
the father of Mrs. 
ea Kemp, H. W. Bee- 
mr.gle, Was a member 

of the first Board of 

Governors, also 
that theirs was the first of quite a number of several 
marriages among the young people of the Club. 

As I said, this happened two years ago and impor- 
tant events have occurred during the past year in the 
history of our young friends, more especially that of 
the appearance on the stage, some six months since, 
of Master Robert Beegle Kemp, who as will be noted 
from the accompanying illustration possesses his 
mother’s beauty, as well as his father’s ears and bright 
smile. 

The callouses on the hands of “Daddy” -Kemp are 
not due to the carrying of “V. & B.” samples but to 
his regular Sunday job of pushing the baby buggy. 

Incidentally, Irving S. has developed a rare musical 
ability from the singing of “Googo-go-goo” and any 
one who is downhearted will find much cheer in listen- 

















Note Mrs. Kemp’s Eyes’ and 


Kemp’s Ears. 











He Cares Not Whether War is On or Not. 


ing to his rendition of the old-time lullabys. He has 
also became an expert on the food question and with 
the able cooperation of Mrs. Kemp he has succeeded 
in producing the very contented expression that is 
shown in “Snapshot” number 2. 
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Although, as will be seen from the foregoing, Mr. 
Kemp has joined the Ancient and Honorable Order 
of Baby Buggy Pushers, he does not wear the in- 
signia of this old order on his coat lapel,. but if you 
investigate you will see it in his right side vest pocket 
—a safety pin. ' 

Master Robert Beegle Kemp is destined to become 
President of the Hardware Club of Chicago. 


Barney Moore, Salesmanager of the Lawson Manu- 
facturing Company, Chicago, has a tender spot in his 
heart and likes to make friends with the boys that sell 
newspapers on the street near. his office. 
asked a new boy on the corner: 

“Do: you think I could sell papers as easily as you 
do?” 


One day he 


The newsboy’s reply was emphatic and philosophic. 

“Well, do yer think yer kin hold three dozen papers 
in one hand, lick three or four bigger boys with the 
other, while yer keeps two more off with yer feet and 
yell last edishun at the same time?” 

“No, I hardly think I could do that,” said Barney. 


“Then yer'd be no good in the news line. Better 
get your people to ’prentice yer to something light.” 


P 
Tom Usher is a married man, and as most of you 
know, he sells Russell & I¢rwin locks and other fittings 
for buildings, but as good a salesman as he is, he likes 
to tell a good story almost as well as selling a big bill. 
One of his many friends went to a show accom- 
panied by his wife. 

“Did you notice that lovely girl in the pretty brown 
dress waiting in the vestibule?” Mr. Jones asked Mrs. 
Jones, as they took their seats in the theater. 

“What?” she cried, “that frowzy thing with the 
false puffs, enameled face, gold teeth, home made 
dress, imitation mink furs and torn gloves? No, in- 
deed, I didn’t notice her! Why?” 

a 


* oF 
I am a thorough believer in the doctrine that under 
a representative form of Government such as ours, the 
will of the majority, as expressed by our representa 
tives in the Congress at Washington, must rule, and 
now that this will has been expressed in the declara 
tion of war, we must in every way yield full allegiance 
and support to our Government. 
The true patriot in circumstances like these takes as 
his guide the following beautiful poem, and is proud 
‘soldier’ enough to let his individual 


‘ 


that he can be 

opinions take a “back seat,’”’ so to speak: 
Old Glory. 

Your flag and my flag and how it flies today, 


In your land and my Jand and half the world away. 
Rose-red and blood-red, its stripes forever gleam, 


Snow-white and soul-white, the good forefather’s dream. 
Sky-blue and true-blue, with stars that gleam aright, 
The glorified guidon of the day, a shelter thro the night. 


Your flag and my flag, and O, how much it holds, 
Your land and my land secure within its folds. 
Your heart and my heart beat quicker at the sight, 
Sun kissed and wind tossed the red, the blue, the white. 
The one flag the great flag, the flag for me and you, 
Glorified the whole world wide, the red, the white, thi 
blue. 
Your flag, my flag, to every star and stripe, 
Drums beat as hearts beat, and fifers shrilly pipe. 
Your flag and my flag, its brightness fills the sky, 
Your hope and my hope, it never held a lie. 
Home land and far land, and half the world around, 
Old Glory hears the great salute, and ripples at the sound. 
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ANDREW B. LEWLESS. 





When a man has started a business and in the 
course of fifteen years has built it up from nothing 
at all to an annual turnover of half a million dollars, it 
doesn’t require much of an imagination to regard him 
as considerably of a success. 

Incidentally also, it is quite safe to assume that he 
possessed a fair amount of good sense, aggressiveness 
and ability to make friends, for these are three of the 
most important factors in the building up of any suc- 
cessful enterprise. In fact, without any one of these 
three characteristics it would be well nigh impossible 
for anyone to achieve much of what we have come to 
regard as success in a business way. 

Some might say that honesty ought to be included 
u this list, but “honesty” is a 
part of good sense. It is only 
the foolish man who is dis- 
honest. Others might con- 
sider that ability is not a 
necessary qualification, but 
surely the man who cannot 
make friends will not be able 
to hold them, without 


friends—personal or business 


and 


—few enterprises will ever 
grow beyond the mushroom 
stage: There will be nothing 
permanent or stable about it. 
Chance customers will come 
and go, and that kind are a 
poor foundation for any sort 
of business building. 

So we are quite certain that 
in classing Andrew B. Lew- 
less, the subject of this sketch, 
as a successful business man 
we are not overstating the 
facts, and also that it will be 
agreed quite generally that he 
possesses the three afore-mentioned characteristics. 
For when Mr. Lewless started the Saginaw Sheet 
Metal Works in 1902 he began with nothing except 
his personal reputation for common sense, an aggres- 
sive mind and some friends, and he has developed the 
business and his standing until today his Company is 
worth $100,000 and does work amounting to half a 
million dollars a year; he has the friendship of those 
for whom he has done work as well as of his fellow 
business men—even those engaged in the same line, as 
exemplified in the fact that he served during 1916 as 
President of the Michigan Sheet Metal Contractors’ 
Association. 

Andrew was born September 25, 1879, in Saginaw 
County, Michigan, and attended the rural schools of 





his locality, where he absorbed the “Three Rs.” 

When he had grown to young manhood he became 
apprenticed to a sheet metal contractor and learned the 
business from the ground up. He found out by care- 
ful attention to his work that it was an advantage to 
know the theoretical part as well as the practical end, 
so he studied pattern drafting. He made it his busi- 
ness to know what it cost to do a certain job: The 
amount of the material; the time used in doing the 
work; the various little items that are so apt to be 
forgotten because they seem of little importance at 
the moment, but the omission or addition of which 
often mean the loss or profit on the job. 

When he was 23 years of age, he opened a shop 
under the name of Saginaw 
Sheet Metal Works at Sag- 
inaw, Michigan, and the busi- 
ness is still conducted under 
that name, having been incor- 
porated for $100,000 in 1916, 
and during the year just 
passed, the Company did as 
mentioned in the foregoing, 
$500,000 worth of work. Mr. 
Lewless is Vice-president of 
this enterprise, and also of the 
Flint Cornice & Roofing Com- 
pany, another successful sheet 
metal concern located at Flint, 
Michigan. 

It is not at all to be won- 
dered at that he takes an in- 
terest in the work of improv- 
ing the conditions in the sheet 
metal trade of his state, for it 
is just his sort of men who are 
willing to give of their time 
and money toward such move- 
ments. 

And he also finds time to devote himself to active 
work in civic organizations, such as the Rotary Club. 
the O’Saginaw Club, the Board of Trade, all of which 
are helping to make Saginaw a better and more pros- 
perous city. 

In fraternal and social associations he is also promi- 
nent, being a member of the Masonic Order, the Odd 
Fellows, the Benevolent and Protective Order of Elks, 
as well as of the United Commercial Travelers, the 
Germania Society, the Young Men’s Christian sso- 
ciation. 

For recreation he goes fishing and hunting, °F 
takes a spin in his automobile, and he likes to tell 
about the ease with which his fine car runs, or how 
big a fish he caught. 
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HALL OF FAME 















ADAM FREDERICK MARTIN. 


{t may be a coincidence that the two men to whom 
the progress and present high standing of the Mich- 
igan Sheet Metal Contractors’ Association is due ina 
very large measure were born in the same county and 
are now engaged in the sheet metal business in the 
same city, also that their birthdays fall within a 
few days of each other, although one is a year older. 

Whether or not it is a coincidence, the fact remains 
that the two men who served the Association as Presi- 
dent and Secretary during the 1916-17 term both had 
their home and business in Saginaw and that they 
worked together as officers of the state organization 
just like a well trained team. 

Both were interested in getting as much sheet metal 
work to do as possible, but 
not to the point that they 
would take a job away by 
price-cutting. Bcth wanted 
to make a profit on their work. 
They realized that utiless ” 
there was something left after 
all bills were paid and their 
employes had received their 
wages, it didn’t. matter wheth- 
er they got the job or not. 

So they looked upon each 
other as “fellow business 
men” and not as “competi- 
tors.” They were on friendly 
terms. They would help each 
other out whenever occasion 
called for such assistance. 

Isn't that, after all, the 
only way in which a trade can 
prosper in any community ? 

Isn’t that the only basis 
upon which the individual 
sheet metal contractor can 
hope to make much headway 
without overtaxing his personal strength? 

Isn’t that a much more satisfactory relation than 
where, for instance, one contractor looks upon the 
other as a man who “is after his scalp” and, there- 
fore, tries to get the “other fellow’s” scalp first ? 

As a matter of fact, the man who looks upon his 
relation with his fellow business men from the stand- 
point of an unfriendly or at best, indifferent attitude, 
hardly ever makes much of a_ success in his own en- 
terprise, for the simple reason that this same attitude 


is also that which governs his relations with those for 


whom he does work, and such an attitude is never 
conducive to satisfaction on the part of the customer. 
To make a success you must look upor. yourself as a 
“servant”’—you must base your fight for progress on 





the service you render, and good service cannot be 
rendered if you do not adopt as your business slogan 
this thought that a “true satisfactory sale is never 
made unless both parties have derived all the possible 
advantage of the transaction’—the seller in the profit 
he has made, and the buyer in the service or comfort 
or pleasure secured. 

These remarks have a peculiar application in the 
case of Adam Frederick Martin, whe, while a “com- 
petitor” of Andrew B. Lewless, was also his true 
“fellow business man.” 

They served the Michigan Sheet Metal Contrac- 
tors’ Association during 1916 as Secretary and Presi- 
dent and their work for the organization stands as a 
model for other Association 
executives to follow. 

As mentioned in the fore- 
going, Saginaw is the home 
town. of Mr. Martin. He was 
born ihere September 30, 
1878—360 days after his fel- 
low worker. 

His tather, Bruno Martin, 
was a successful sheet metal 
contractor there and after 
“A, F.” had completed his 
“book learning” he took up 
his father’s trade, becoming a 
thoroughly efficient — sheet 
metal worker. 

In 1904, he decided that he 
would see something of the 
country and secured a_posi- 
tion as traveling salesman 
with the Star Hardware Com- 
pany, Toledo, Ohio, later on 
being associated with the 
MacIntosh Corporation at 
Cleveland, ‘Ohio. 

ight years later, he returned to Saginaw and 
joined his father’s firm, the business being that of 
general sheet metal contracting and warm air heater 
installations. 

He is a-thorough believer in the wisdom of know- 
ing your costs and his blackboard demonstrations at 
the recent State Convention on this important point 
were exceedingly well conducted and highly instruc- 
tive. 

Mr. Martin holds membership in the United Com- 
mercial Travelers and his chief form of recreation 1s 
hunting. He has a high reputation as a marksman, so 
that he should make a fine instructor in the science of 
sinking submarines, if he cared to, but he is of a very 


peaceful nature. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








NEW YORK STOVE SALESMEN WILL GIVE 


A DINNER APRIL 21. 





The next regular meeting of the Stove Salesmen’s 
Association of New York State will be held Saturday 
evening, April 21st, at Hotel Van Cortlandt, 142 West 
49 Street, preceded by a dinner at 7 P. M. 


~-oo 





TWO-TEMPERATURE OVEN CONSTRUCTION 
IN GAS RANGE. 





Noteworthy among the features of the Bakmor Gas 
Range is the baking oven which is equipped with a 
plate, as shown herewith, dividing the oven into two 











Oven of Bakmor Gas Range With Division Plate in Place. 


parts. This construction, the manufacturers state, is 
different from anything attempted on similar lines, 
and gives two temperatures in the same oven with one 
burner, the upper section being the slower or bread 
oven, while the lower section may be used for quick- 
baking foods. Thus, it is said, the gas consumption is 





Division Plate Removed, Making a Single Large Oven. 


reduced to a minimum, and at the same time a great 
Saving in time is made possible. The Bakmor Gas 
Range is furthermore flexibly constructed. For ex- 
ample, the division plate in the oven may be removed 
to give a single large oven as illustrated, and the broil- 


ing oven in one series is quickly convertible into a bak- 
ing oven, so that three different ovens can be oper- 
ated at the same time. Further particulars of the dif- 
ferent series are given in the catalog which can be 
obtained from the A. T. Nye and Son Company, 
Marietta, Ohio. 


oa 


SECURES PATENT ON COMBINED COOKING 
AND HEATING STOVE. 

Nicola Columbro, Cleveland, Ohio, has secured 
United States patent rights, under Number 1,221,146, 
for a Combined Cooking and Heating Stove described 
in the following: 








A stove having small 
and large fire pots at 
opposite ends, the large 
fire pot being located at 
the lower part of the 
stove with a heating 
compartment above the 
same, an oven between 
the fire pots, said oven 
being located closely 
adjacent to the small 
fire pot and being 
spaced from the large 
! fire pot to form a down- 
flue leading from the 
upper end of said heat- 
ing compartment, a bottom flue under the oven, communicating 
with the lower end of the down-flue, a back fire behind the 
oven communicating with said bottom flue, a top flue over the 
oven, connecting the small fire pot and the upper end of the 
down-flue, a gas burner under the stove top, above said top 
flue, and a gas burner under the stove top, above said heating 
compartment. 


tC et ser 7, 
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REQUIREMENTS FOR STOVE TRIMMINGS 
PROMPTLY FILLED. 





Stove manufacturers and dealers who are in the 
market for stove trimmings and supplies, will no 
doubt find it to their advantage to become acquainted 
with the Fanner line. This comprises all kinds of 
stove trimmings, such as pokers, lifters, chaplets, 
handles, scrapers, towel rods, shakers, turnkeys, cor- 
ners, brackets, rings, edges, strips, malleable castings, 
etc., all described as being excellently made of durable 
materials. Modern builders of stoves realize that the 
accessories of a stove approach in importance the body 
construction as regards the satisfaction given to the 
customer, and hence they seek trimmings in which the 
ideal of service has been embodied. Aside from ful- 
filling this condition, the Fanner line is said to be such 
that customers’ requirements can be filled with prompt- 
ness and precision. Full details may be obtained by 
addressing the Fanner Manufacturing Company, De- 
partment A, Cleveland, Ohio. 


You have a good idea—don’t think that other peo- 
ple will recognize it at once. Columbus had « good 
idea, but he didn’t get “across” with it without much 
high persuasion. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 








Paul F. Kraft, of the West Side Hardware Com- 
pany, Elgin, Illinois, was injured on Sunday, April 
8th, when a train struck the automobile which he was 
driving, about two miles south of that city. He was 
fortunate to escape with several scalp wounds, but one 
of the other occupants of the automobile was killed. 





FINE PROGRAM FOR AMERICAN HARDWARE 
MANUFACTURERS’ CONVENTION. 


A very excellent program has been arranged for the 
Convention of the American Hardware Manufactur- 
ers’ Association at Houston, Texas, April 17 to 20. 

It will be noted from the program which follows 
that two joint sessions will be held with the Southern 
Hardware Jobbers’ Association, one on Tuesday fore- 
noon, April 17, which will be an open meeting, and 
the other on Thursday afternoon, April 19, an ex- 
ecutive session: 


Tuesday, April 17—10 a. m. 

Open Joint Session of the Southern Hardware Jobbers’ 
Association and the American Hardware Manufacturers’ 
Association. 

3 p. m—Meeting of the Executive Committee of the 
American Hardware Manufacturers’ Association. 

Golf Tournament. 

5 p. m.—Automobile Ride about the City. 

Evening—Theater Party at Majestic Theater. 

Wednesday, April 18—10 a. m. 

Executive Session. 

Minutes of Last Meeting. 

President’s Address. 

- Report of Auditing Committee. By Chairman T. B. 
oles. . 

Report of Secretary-Treasurer F. D. Mitchell. 

Legislation Affecting Railroads. 

Our Part in Preparedness. By former President C. W. 
Asbury. 

_Should Our Association be Large or Exclusive? By A. 

irge. 

Report of Promotion Committee. By G. H. Harper. 

Report of Entertainment Committee. By J. G. O’Brien. 

Appointment of Resolutions Committee. 

Afternoon—Window Shopping and Visit to Levy’s Tea 
Room for the Ladies. 

_ Afternoon and Evening—The Corivention will be enter- 
tained by the Texas State Entertainment Committee. 
Thursday, April 19—10 a. m. 

Executive Session. 

‘i The Efficient Retailer. By former President N. A. Glad- 
ing. 

Contracts and Specifications. By D. A. Merriman. 

Industrial Betterment. By F. H. Payne. 

Labor Turnover. By J. H. Willits, of the University of 
Pennsylvania. 

General Discussion:—How Can We Make the Work of 
Our Association More Effective? 

2:30 P. M—Joint Executive Session of the Southern 
Hardware Jobbers’ Association and the American Hardware 
Manufacturers’ Association. 

Address—The Business Outlook. By J. W. O'Leary, 
President Chicago Association of Commerce. 

General Discussion of the Following: Cooperation be- 
tween Manufacturers and Jobbers. 

lrade Acceptances. 

Net Prices versus List and Discount. 


Elimination of Slow Selling Items. 

Evening—Entertainment and Dancing on Roof Garden of 
Rice Hotel. 

Friday, April 20—10:30 a. m. 

Meeting of the Executive Committee of the American 
Hardware Manufacturers’ Association. 

Afternoon—Visiting Ladies of the Convention will be 
Entertained by the Ladies of Houston. 

Golf Tournament. 
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EXCELLENT PROGRAM OF BUSINESS AND 
ENTERTAINMENT FOR SOUTHERN 
HARDWARE JOBBERS’ 
CONVENTION. 


The following program for the Twenty-seventh An- 
nual Convention of the Southern Hardware Jobbers’ 
Association, to be held April 17th to 20 at Houston, 
Texas, shows that “business and pleasure” have been 


mixed in just the right proportion: 
Morning Session, Tuesday, April 17. 
Joint Session American Hardware Manufacturers’ Asso- 
ciation and the Southern Hardware jobbers’ Association. 
Delegates and visitors will please assemble promptly at 
10:00 o’clock. 
Open Joint Session for both Associations in Convention 
Hall of the Rice Hotel. 
The Manufacturers, their Representatives and Ladies are 
cordially invited to this Session. 
Meeting called to order.......... President Frederick Orgill 
ISU CC AIRC elgg nod clipes ga Sia ov co oF aii aiscbiain afeaee Rev. W. S. Jacobs 
Chorus—“America” 
My country, ’tis of Thee, 
Sweet land of liberty, 
Of Thee I sing; 
Land where my fathers died, 
Land of the Pilgrims’ pride, 
From every mountain side 
Let freedom ring. 


Our fathers’ God, to Thee, 
Author of liberty, 
To Thee we sing; 
Long may our land be bright 
With freedoms holy light; 
Protect us with Thy might, 
Great God our King. 


Address of Welcome— 
Addresses of Welcome on Behalf of City of Houston— 
Honorable Ben S. Campbell, Mayor. 
Honorable Robert W. Wier, President Chamber of Com- 
merce. 
Judge Norman G. Kittrell. 
Address on Behalf of State....Governor James E. Ferguson 
Address on Behalf of Jobbers....President Frederick Orgill 
Address on Behalf of Manufacturers, 
President Fayette R. Plumb 
Presentation—Representatives of Texas Hardware Jobbers’ 
PISRORRM Eg ii fo oe ak Ones ie ceo NT ee A. C. Goeth 
Presentation—Representatives of the National Hardware 
PE ha ko jp oO lines ep Cae es « C. A. Knapp 
Presentation—Representatives Southern Supply and Ma- 
chinery Dealers’ Association...............J. A, Belding 
Presentation—Representatives of American Iron, Steel and 
Heavy Hardware Association....Arthur A. Chamberlain 
Presentation—Representatives of National Supply and 
Machinery Dealers’ Association. 
Presentation—Representatives of Canadian Wholesale Hard- 
ware Association. 
Report of Reception Committee. 
Announcements. 
Introduction of New Members, Visitors and Guests. 
Informal Reception of Manufacturers, Jobbers and their 
Representatives. 
Afternoon Session, Tuesday, April 17. 
Executive for Jobbers only. Meeting called to order 
promptly at 2:30 o’clock. 
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Reading of Minutes of 1916 Convention. . 

Annual Address of the President.. 

Annual Report of the Secretary-Treasuter: 

Annual Report of Executive Committee. 

Annual Report of Supply Committee. 

Annual Report of Metal Committee. 

Annual Report of the Transportation Committee. 

Annual Report of Grievance Committee. 

Annual Report of Axe Committee. 

Annual Report of Steel Shape Committee. 

Annual Report of Scovil Hoe Committee. 

Annual Report of Ammunition Committee. 

Annual Report of Steel Goods Committee. 

Appointment of Special Committees. 

All delegates are requested to attend the Executive Ses- 
sions, and remain in Convention Hall until adjournment. 

Afternoon Entertainment, Tuesday, April 17, 5:30 o’clock. 

Automobile ride around city, for ladies and gentlemen. 
Golf Tournament. 
Evening Entertainment, Tuesday, April 17. 
Majestic Theatre Party. 
Morning Session, Wednesday, April 18. 

Executive for Jobbers only. Meeting called to order 
promptly at 10:00 o'clock. 

Discussion of Executive Committee and other reports 

All delegate#are requested .to. attend Executive Sessions, 
and remain in Convention Hall until adjournment. 
Afternoon and Evening Entertainmert, Wednesday, 

Ladies’ window shopping ad liberatum, and 
Levy's Tea Room by invitation. 

“Round up” by Texas Jobbers and Manufacturers. 

Morning Session,. Thursday, April 19. 

Executive for Jobbers only, at 10 o’clock. 

Discussion of prevailing conditions and other important 
questions, in which our members are deeply interested, will. be 
discussed at this time.  * ‘ 

Afternoon, Session, Thursday, April 19. 

Joint Executive Session of the Southern Hardware Job- 
bers’ Association and the American Hardware Manufacturers’ 
Association, at 2:30 o'clock. 

Subjects for discussion at this session are as follows: 

Cooperation Between Jobber and Retailer.. 

Trade Acceptances. . : 

Net Prices Versus Lists and Discounts. 

Discussion of other. important questions, in’ which both 
Associations are interested. 

Afternoon Entertainment, Thursday, April ‘19. 

Ladies’ Party at Houston. Country Club. 

Golf Tournament. 

Evening Entertainment, Thursday, April 19. 

Entertainment ‘and Dancing on Roof Garden of Rice 
Hotel. 





April 18. 
visit to 


Morning Session, Friday, April 20. 








Executive for Jobbers only. Meeting called to order 
promptly at 10:00 o'clock. 

Unfinished business. 

Report of Special Committees. 

Election of Officers. 

Discussion of néxt place for Annual Convention. 

Afternoon Entertainment, Friday, April 20. 

Ladies’ Tea at one of the private homes by special 
invitation. 

Golf Tournament. 
COMPLETE SALES RECORD SYSTEM FOR 


RETAIL HARDWARE STORES. 


Because of their numerous advantages and con- 
veniences, the combination of an electrically operated 
cash register and a credit file, as exemplified in those 
of the National Cash Register Company, -is said to 
provide a simple, complete sales record system for 
hardware stores and other retail establishments. The 
electrically operated cash register, it is declared, per- 
forms fifteen necessary acts in three seconds, is sim- 
ple to operate and forces accuracy, thus giving quick, 
satisfactory service. For credit sales, the New Na- 
tional Cash Register Credit File eliminates all book- 
keeping of customers’ accounts, does away with the 
“blotter,” the daybook and the customers’ ledger, and 
enables the retailer to balance every customer’s ac- 
count to the minute. Thus, the credit file and the 
cash register perform effectually in stopping up the 
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leaks and losses which so often spell ruin and bank- 
ruptcy. Retail hardware dealers can learn all about 
the various models of cash registers and about the 
credit file, also how these will help them in conduct- 
ing their business efficiently, by addressing Depart- 
ment 138, the National Cash Register Company, Day- 
ton, Ohio. 


-~@--+ —— 


WASHINGTON HARDWARE AND IMPLEMENT 
UNDERWRITERS IS NEW NAME OF 
MUTUAL FIRE INSURANCE 

* ORGANIZATION. 


Amended articies of incorporation have been filed 
changing the name of the Washington Hardware and 
Implement Dealers’ Mutual Fire Insurance Associa- 
tion, Spokane, to Washington Hardware and Imple- 
ment Underwriters. 


Re am a 


TRADEMARK FOR METAL SAUCEPANS. 


Under Serial Number 101,812, copyright has been 
granted the Wagner Manufacturing Company, Sid- 
ney, Ohio, for the trade- 
bart Revere mark, shown in the accom- 
101.812 panying illustration, on 
Hardware and Plumbing and Steam-Fitting Supplies, 
the particular description of goods being Metal Sauce- 
pans. Claim was filed February 28, 1917, and the 
Company claims use since November 16, 1916. 





WRITE FOR THESE HELPS FOR LAWN 
MOWER SALES. 


It is but natural for the manufacturer to have a 
sincere desire that the retailer sell a good amount of 
his products, and the progressive manufacturer of to- 
day makes every possible effort, often involving great 
expense, to assist the dealer in securing and maintain- 
ing trade. For example, the manufacturers of the 
Pennsylvania Quality Lawn Mowers are advertising 
extensively, for their joint benefit with the retailer, in 
magazines of large, general circulation which reach a 
great portion of the public. Realizing that the dealer 
needs certain helps in order to gain the most profit 
from this campaign, the company is furnishing large 
lithographed hangers, counter literature, booklets, 
window cards, advertising electros, etc., to retailers 
applying for them. These trade helps, it is pointed 
out, are furnished to all retailers without charge, and 
different matter is offered for the different brands of 
Pennsylvania Quality Lawn Mowers in stock. [ull 
details of these helps and of the various kinds of !awn 
mowers can be obtained by addressing the Penrsyl- 
vania Lawn Mower Works, Philadelphia. 





If at your death you leave others to take your 
place, who are better fitted for their task thar you 
kith 


were for yours, and, if some who were not you: 
and kin claimed you as friend and depended on you 


for help, and secured the aid which enabled them to 
go ahead in human affairs, you needn’t be afraid that 
debt 


anybody in the hereafter will ask you to pay the 
again.— (Dallas, Texas, New Era. ) 
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FILES AND RASPS KNOWN FOR EXCELLENT 
CUTTING AND WEARING QUALITIES. 


Heller Brothers’ Files and Rasps are said to enjoy 
an excellent reputation because of their fine cutting 
and wearing qualities, being in demand by 
discriminating mechanics who seek the best 
grades of tools. These files and rasps are 
all made from the manufacturers’ own pro- 
duction of special refined clay crucible cast 
steel, by machines of patented construction, 
and are tempered by a special process. 
Such advantages, added to long experience, 
have enabled them to produce a uniform 
quality of high-grade tools. In addition 
to, the standard American Pattern Files 
and Rasps, one of which is shown in the 
accompanying illustration, Heller Brothers 
Company make a full line of Swiss Pat- 
tern Files in all shapes, cuts and _ sizes. 
These are also made from their own refined 
clay crucible file steel, and hardened and 
tempered by a special process. The various 
styles of both classes are shown in the il- 
lustrated pocket catalog issued by the Com- 
pany, which also contains illustrations of 
the different file cuts in most general use 
on single cut files, double cut files and 
rasps; and sectional views of the actual 
sizes of flat, hand and pillar files, mill and 
warding files, half round and pit saw files, 

on round and square files, etc. Copies of this 
Horse Rasp.catalog, together with price list, will be 
sent to retail hardware dealers upon request, by Heller 
srothers Company, Newark, New Jersey. 





coo 


PISTOL GRIP ADJUSTABLE SAW SET WITH 
SEVERAL UNIQUE FEATURES. 


Several unique, important features not heretofore 
found in tools of that description are said to be em- 
bodied in the Stanley Pistol Grip Adjustable Saw Set 
Number 42, shown in the accompanying illustration. 








Stanley Pistol Grip Adjustable Saw Set Number 42. 


Noteworthy among these is the shape of the body and 
handle which enables the user to operate the tool 
with great ease and with the least possible exertion, 
and holds the saw firmly against the gauge while the 
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tooth is being set. The tool, it is stated, can be readily 
adjusted by means of the knurled thumb screw, to 
give a greater or less “set” to the teeth, according as 
the saw is to be used for coarse or fine work; further- 
more, since the anvil or part against which the plunger 
works is graduated, the same adjustment can easily 
be obtained for duplicate work. With the set so de- 
signed that the saw teeth are in plain view, the oper- 
ator is enabled to quickly adjust the tool to the tooth 
to be set. Plunger and anvil are made of hardened 
and tempered tool steel, and all parts are interchange- 
able and carefully machined. Special circulars giving 
further details can be obtained by addressing the Stan- 
ley Rule and Level Company, New Britain, Connec- 


ticut. 
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FAIR STATEMENT OF PRICE SITUATION AS 
CUSTOMER IS AFFECTED THEREBY. 





In the April issue of monthly store paper published 
by E. Hackley, the progressive hardware dealer at 
Earl Park, Indiana, there is an excellent article which 
explains in plain, every-day language the present price 
situation, and as the same statement is applicable to 
practically every retail hardware dealer, no matter 
where his business is, we are glad to give it the widest 
possible publicity : 

A Fair Statement of High Prices As Wg See Them. 

We are repeatedly asked when there will be a lowering 
of the high prices that now are charged for some things. 

We only wish we could give a reliable answer to this 
question. 

We assure you that we are as much interested as any- 
body possibly can be in the lowering of prices. 

When prices are abnormally high as they are at present, 
on some things the retailer’s problem becomes harder in 
direct proportion. He has to buy more closely and has to 
fight more strenuously in order to get merchandise at the 
lowest possible cost. And out of aJl this he makes a smaller 
profit than is the case when prices are normal. 

This latter statement may seem rather remarkable but it 
is true just the same. 

If we are forced to raise the price on a thing it does 
not mean that we are getting any more profit than we were 
before. We merely provide for our additional cost. 

Suppose a merchant has been selling a thing for $2.00 and 
making say 10 cents net profit upon it. Owing to increased 
cost over which he has no control he may be forced to raise 
the retail price of this thing to $2.50. But he keeps on mak- 
ing the same net profit of 10 cents. It is easy to see that 
anybody would rather sell a thing for $2.00 and make 10 
cents than sell it for $2.50 and make 10 cents. The selling 
in the first case is much simpler and more satisfactory all 
around. 

As to the extent of the present era of high prices, it 15 
pretty hard to predict. Merchandising experts generally agree 
that in no case will there be any noticeable improvement be- 
fore the war is over. In fact, the majority of the experts 
think that it will be months or even years after the war is 
over before things are worked back to normal. 

This is a part of the burden which has been placed upon 
all humanity through the terrific clash of arms on the other 
side of the water. With a large proportion of the world’s 
productivity neutralized by the war and with the colossal 
demands upon the merchandise of the world made by the 
war itself, it would be little short of a miracle if the mer- 
chandise situation were much different from what it is. 

Of course a certain downward trend in prices’ may 
expected when the war has spent itself. But prices will not 
fall in a heap by any manner of means. 

As against the fact that the high price is something we 
likely will have with us for some little time to come, must 
be mentioned the unquestioned prosperity which the country 
is as a whole undergoing. It is to be expected that as long 
as the high prices stay prosperity will stay also. Thus one is 
in a measure offset by the other. 

We thoroughly believe in talking plainly and emphatically 
in discussing such important things as these. And for this 
reason we have attempted to give here a fair and open state- 
ment of the situation as we actually see it 
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Cashing In On National Campaign - 
Against Disease Carrying Insects 


By WituiaM T. GorMLEy, Chicago. 











During the next few weeks one of the important 
jobs that the retail hardware dealer will have is that 
of helping to make his com- 
munity less dangerous to 
live in, and also-more com- 
fortable in a physical sense. 

And [| am not referring 
in any way to our prepara- 
tions for war or to any- 
thing connected therewith, 
but simply to ways and 
means for preventing flies 
and mosquitoes from mak- 
ing too great progress in 
the matter of breeding, carrying germs, and feasting 
upon our food, etc. 





William T. Gormley. 


The retail hardware dealer is especially interested 
in the campaign which must be carried on in this re- 
spect, inasmuch as he has an opportunity to profit 
very largely from the sales of many of the items that 
are called for during the “Anti-Fly-and-Mosquito” 
warfare. He sells wire screen, window screens and 
screen doors, fly traps, ash and garbage cans, and 
waste burners, fly swatters, and chemical preparations 
to kill insects, deodorize waste materials, etc. So it 
behooves the progressive hardwareman to “get on the 
job” and make an early start to reap the benefit of the 
newspaper articles which are now being published— 
usually in cooperation with the local health depart- 
ments—in which the public is being exhorted to begin 
now to stop the breeding of flies and to keep these 
and other disease germ carrying insects out of the 
homes. 


With this end in view the following plan may be 
used to good advantage either as described here or 
adapted to suit the conditions in the particular lo- 
cality. 

Make arrangements to have a quantity of window 
screen “literature” furnished to you by the manufac- 
turer whose line you sell. Most of them will be glad 
to provide sufficient of such pamphlets to “cover” 
every home in your territory because of the adver- 
tising they derive from such distribution. 


Then hire a number of school boys to place one in 
each home, preferably handing it to the housewife, 
and make this proposition to the boys that you will 
pay them a commission of, say 5 percent, on every 
sale of screen wire, window’ screens or screen doors 
where the purchaser brings in the pamphlet bearing 
the number or initial given to the boy. 

Maybe you think that won’t make the boys do some 
tall hustling for you. If you do, you haven’t had 
much experience with boys. 

And of course, the person that comes in to buy wire 
screens usually is in need of something else, so it is 





up to you to find out just what he wants and then to 
make the sale. 

In the store, the rack carrying the various kinds of 
screen should be placed where it will be easily noticed, 
of course taking care that the measuring and cutting 
can be done quickly and with the smallest possible 
trouble. Facing an aisle is about the best way it can 
be put. 

As I suggested in the foregoing, however, there are 
many other items that are especially “seasonable” at 
this time but the sale of which will continue for sev- 
eral weeks into the early summer, and the wise hard- 
wareman will keep on emphasizing them by special 
mention in his newspaper advertising and by featuring 
them in his window displays. 

For it must not be forgotten that in well arranged 
window displays does the hardware dealer have one 
of the most efficient means of inducing trade to come 
to his store, although, of course, a window display 
will only influence those who pass by, while in news- 
paper and circular advertising every person can be 
reached in some way. 

The chief point to keep in mind that while some 
persons will, as a matter of course buy their supply 
of wire and other kindred articles, as well as garbage 
pails, fly swatters, etc., the great majority of the 
consumers must be reminded of their wants and in 
such a way that they will come to your store. 

The day has gone by when business will come in 
any considerable volume to the store, the manage- 
ment of which gives no other evidence of his desire 
to serve than the fact that its doors can be opened 
from the outside. 


Irs4 


Chicago, April 9, 1917. 





WANTS CATALOGS OF HARDWARE AND 
KINDRED LINES. 


W. J. Jacquin, who for the past six years has een 
traveling in the central west as a representative of 
several hardware manufacturers, is going into /vusi- 
ness for himself at his home town, Louisiana, \I1s- 
souri. He will open a retail hardware store at that 
place carrying staple lines as well as sporting 200ds, 
automobile accessories, etc., and will appreciate cata- 





logs and price lists from manufacturers and \iole- 
salers in these lines. 

No matter how much or how good advertisi? you 
do, don’t forget that personal work with customers 
has a greater influence with the customer reach! than 


advertising has. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








A SIMPLE, ATTRACTIVE WINDOW DISPLAY 
FOR SPRING. 





Retail hardware dealers who are planning to in- 
stall a window display of lawn and garden supplies 
during the spring or early summer will find a quite 
commendable specimen of such an arrangement in the 


tag at the bottom was placed, and to the right a hose 
was coiled about a reel. From the nozzle of the hoze 
water was represented as sprinkling the lawn, by the 
clever expedient of running a number of white cords 
through the nozzle and fastening them to the floor. A 
small scythe was the only other item from stock shown 
in the window, and the grass plot was made still more 




















Windew Supply of Garden Supplies Awarded Honorable Mention in AMERICAN ARTISAN and HARDWARE RECORD Window 
Display Competition. Arranged for James E. Voorhees and Son, Bushnell, Illinois. 


window display pictured herewith, which received 
Honorable Mention in AMERICAN ARTISAN AND 
HARpWARE REcorp Window Display Competition, and 
which was arranged for James E. Voorhees and Son, 
3ushnell, Illinois. 

Nothing attracts so much as the real thing ; so when 
the window trimmer decided to have the bottom of 
the window represent a “lawn,” he covered the floor 
with real sod and kept the grass green and fresh by 
watering it. This naturally proved to be an innova- 
tion that drew many people, especially since the grass 
Was so strikingly set off by the white background and 
side wall. 


In the center of the floor a lawn mower with a price 


inviting by the small group of roses at the left and the 
stand and jardiniere with lilies at the right. 

A neat, wire trellis work at the rear was prettily ar 
ranged with vines of artificial rambler roses, as also 
were the upper portions of the background and side 
wall, all combining to present a handsome appearance. 
The only advertising matter was the card of Pennsyl- 
vania Quality Lawn Mowers on the wall, which the 
manufacturers furnish for just such purposes. 

This window display is essentially of the type that 
attracts the passer-by and makes a favorable impres- 
sion, even though it shows but little from stock and is 
very simply arranged. The idea is well worth pat- 
terning after. 
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Important Features - of 





By TuHeEo. R. AVELER* 


Modern Merchandising 








THE TRAVELING SALESMAN WHO LOOKS 
AHEAD. 


When I was paying court to my wife a busybody in 
her town told her that a traveling man wasn’t fit to be 
a husband. Possibly some were not, and some are not. 
Nor are some bankers and bakers fitted to be husbands 
and fathers. 

I will not discuss the above, but I do know that if 
any class of men need good loyal wives more than any 
other, it is the traveling salesman. 

She must be like Caesar’s wife, above all suspicion. 
She needs more wisdom and self reliance than other 
women because she frequently has to attend to affairs 
ordinarily cared for by the man. She must be father 
as well as mother in training the children. She must 
be not only the purchasing agent of the family but 
also the financier. On her 1ests the responsibility of 
directing family affairs through times of small incomes 
and .heavy expenses. 

I have heard salesmanagers say that they had no 
interest in a man’s home life. J want to state that the 
time is not distant when the 
employer of men filling re- 
sponsible positions will be as 
thoroughly informed on the 
character of the wife as of 
the man. 


There can be only one 
stronger incentive for, aggressive work, constant ap- 
plication and alert initiative with the man on the road 


than the providing for the wife at home, and that is 

if there is a baby with the wife. 

Some Men May Make a Success in Spite of Their Wives But 
Most Men Need Their Help. 


Noah and his sons would have been in a pretty 
pickle if their wives hadn’t been saved with them. 

Having a good wife, the salesman has a cheerful 
prospect ahead if he has enough positive points in his 
character. 


Memory is one, the cultivation of which is so often 
overlooked. 

A good memory is of inestimable value to a sales- 
man. The man who is not saturated with information 
and able to ooze, as it were, data, talking-points, and 
prices, is under a handicap. The lazy man who cir- 
cumscribes his scope by not expanding his memory 
has only himself to blame. The life of no man is 
bigger or richer than his memory. 

The positive points referred to are not such as are 
given out by the talkative fellow in the smoking car. 
In fact such fellows generally lose so much “punch” 





*Every wise man is intensely interested in his future. 
We think that our writer presents some things of interest to 
the traveling salesman who does look into the future. 
Errror. 








SOME MEN MAY MAKE A SUCCESS 
IN SPITE OF THEIR WIVES, BUT 
MOST MEN NEED THEIR HELP. 


in their chatter that they don’t have much left for 
business. 

I knew a traveler for a tea and coffee house, out in, 
Iowa. Because of his warm-hearted disposition he 
had many friends but he was given the sobriquet of 
“Silent Sam.” He was the best listener I ever met. 

The Boaster is Sure to Spill the Beans at the Wrong Time. 

This is a small world. The man sitting with you at 
table may be the best friend of your hardest com- 
petitor. 

“A bragging tongue will soon or late, 
Head straight to trouble sure as fate.” 


Next to the fellow of the bragging tongue is the 
chap of the bitter tongue. He don’t last many years. 
Not because he wears out the patience of the trade, 
but because he dies from self-poisoning. The medical 
man might call it auto-intoxication. He spoils the best 
dinner by the mental atmosphere which he gives out. 
He leaves the cheeriest of buyers in a cloud of gloom, 
I always feel sorry for a pest of that sort. 
sibly the only way he can know he is living is to have 
a constant grouch; | got this thought when | read the 
other day, that some dogs would not know they were 

living, if they didn’t have 
fleas. 


dsut pos- 


A friend of mine ran 
off some verses on the 
grouch. You may not have 


read them before. They are 


worth reading: 
Your Grouch, 


If you, perchance, have a great big Grouch 
Which makes things look as wrong as can be 
Don’t keep it in your best front window 
For your friends and neighbors to see. 


Just stow it away in your attic, 
Where it will remain out of sight. 

For a Grouch wil make things look wrong 
No matter if they are otherwise right 


I give only the two verses which touch the spot. | 

I don’t believe in old sayings nearly as much as I 
used to. Since I have gone around, with my eyes 
open, I find that it is not necessity that is the Mother 
of “Invention, but imagination. ‘Tis true, that some 
people—travelers more than any other class—vwait 
until necessity puts the spurs in and forces them to use 
their imagination in an inventive way. The traveler 
who invents a new and effective way of displaying his 
samples, of presenting his proposition, has the reward 
of using his imagination. 

I see so many of the boys on the trains, in the hotels, 
looking off in a dreamy way into the middle of next 
week, when they should concentrate the gray matter 
they have on the job they have, if they expect the 
future to hold anything better. 

Many of Us Are Shackled by Some Old Saying. 

“You can’t teach an old dog new tricks,’ has made 
many a man let loose and quit living; that is, Jic was 
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dead all but the burying, when he reached the sixties. 
Moses, the man who failed at forty years of age, suc- 
ceeded at eighty. Some of the most notable figures in 
art, science, literature, made their mark after the time 
of life that Dr. Osler set for their being chloroformed. 
General Lee made the reputation of a great military 
man after 55 years of age. According to these peo- 
ple, Von Hindenburg, Haig and Joffre have been in 
their dotage for some time. 

| don’t know anything about old dogs, but I do 
know about old men who are doers. No, not all old 
men, for some old men are like old Ben Davis apples 
which shrivel. Other men are like Jonathans which 
improve in richness with age. The old traveling sales- 
man who has kept young in heart, whose milk of 
human kindness has not turned to vinegar, is the most 
welcome of all in the buyer's office. He it is that is 
able because of his personality to give prestige to a 
new line. 

He has been tried and found true and dependable. 
He has the confidence of the men who place their 
names on the dotted lines. Such are like Dan Kemp, 
Joe Fuller, W. J. Lockwood, Joe Stone, Irby Bennett, 
John K. Wilson, Joe Hottel and many others. 

I had luncheon at the Hardware Club in New York 
last week and remember two 


things. THE TRAVELING SALESMAN WHO 
CONTEMPLATES GOING INTO BUS- 
INESS FOR HIMSELF SHOULD READ 
THEO. R. AVELER’S VIEWS WHICH 
WILL APPEAR AT AN EARLY DATE. 


To the chap who lunches 
frequently on a high stool 
or left handedly, their serv- 
ing of pie is the last word 
in opulence, and will come 
into my vision whenever I 
want to thing of some “scrumptious.” 


The other thing I remember was the description of 
a successful traveling salesman who had made a fail- 
ure of life. This was given by a large manufacturer 
who had gone to the top because he had many quali- 
fications the salesman did not have. Of this salesman 
he said: “He is strong in personality but weak in judg- 
ment, posted on his goods but ignorant of finance, the 
soul of honor with friends, but he sees things in such 
a distorted way because of his mental auto-intoxica- 
tion that many of his business statements are untrue. 
He would wreck any business of which he had the 
management.” 

The boy who has curvature of the spine can have it 
cured if taken early enough. 

There is no time when a man cannot be cured of an 
epileptic mental vision or a perverted sense of values. 

The best thing that can happen to a traveling sales- 
man is to stand aside and watch himself in action. It 
will startle him to note the lost motion in most of his 
actions, the arguments that didn’t get under the hide, 
the orders that he might have picked up but scared 
away by too much chin music. 

After a thorough analysis of yourself, the future 
depends on whether you are a man or a manikin. If 
you are the latter you will probably jump in the river. 
If you are the former you will say, “J sure am some 
ass. It's up to me to reform.” 


The chap you see in the mirror is not yourself as 
you actually are or as people know you. He is the 
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fellow you think you are. The fellow you are is in- 
side and decides whether you will pad your expense 
account or “go down the line for a gay time.” 

Many traveling men who read this know that they 
know more about the financial condition of many of 
their customers, than they do of themselves. Con- 
trariwise, as Alice of Wonderland would say, many 
of your customers know you as you actually are, how 
straight and clean or crooked and filthy you are and 
not as you think you are. 

Persistency is one of the positive qualities without 
which the most forceful salesman with the best line 
on earth cannot win. 

When I was a youngster, our house was heated by 
one of those long, oval bodied stoves. Every October 
old man Peters filled the wood shed with short pieces 
for the cook stove, and infant logs for the heater. 

It was always very interesting to sit on the wood 
pile and watch Mr. Peters, especially when he was 
splitting big logs. When he once got his wedge in 
nothing could stop him. Sometimes three blows, 
sometimes ten, but his persistency always won out. 

It was an object lesson that always helped me when 
I had tough timber to handle in the selling game. 

There is a mighty big dif- 
ference in the way you look 
at your work. If you con- 
sider it toil it is irksome. 
But if you will consider it 
as a most interesting game 
it is a joy. 

It is worth while doing 
things with the spirit that the sixteen year youngster 
goes into football. It gives an added force, an im- 
petus that is irresistible. 

The world is surely moving forward. You, Mr. 
Traveling Man, have got to get in step or drop out 
of the line. 

There is a big “If” which blocks the career of “fail- 
ures in salesmanship.” It is one “If” with this, and 
some other with a different man. 

Says each one “I would have sold him If” (and 
his excuse then follows). No matter how big the “If” 
is, it can be annihilated if gone at with proper thor- 
oughness and energy. 

If you don’t read the Sidney Arnold page you miss 
many gems. This one impressed me: 

“It’s You.” 

Whether the day gets started gray, 
Or leaps to a beaming hue, 

The tale that it writes as it joins the nights 
Depends altogether on you 

You can make it go with a face aglow 
Into the dark beyond: 

You can make it crawl thru the gatiering pall 
Like a hopeless vagabond, 

Whatever it shows when the shadows close 
And it waves its last adieu 

Isn’t luck, or chance—isn’t circumstance 
It’s You, You, You. 

I commend this to my fellow travelers. 


——_—— = 


Is your newspaper ad merely a business card or 


? 


is it a sales-producer in every sense of the word: 
Send in a specimen and let us review it. Our helpful 
suggestions will enable you to prepare ads that will 


bring the readers to your store. 
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SAYS SULLIVAN ANTI-REVOLVER LAW HAS obtained without the permit, would be a little trouble 


WORKED WELL. 


On page 16 of our March 31st issue we published 
an editorial entitled “Helping Criminals Prosper,” in 
which we pointed out the fact that none of the state 
laws or city ordinances which were enacted for the 
purpose of preventing criminals from securing pos- 
session by purchase of revolvers and other small fire 
arms have in any way accomplished their purpose and 
also that those which are now being proposed, for in- 
stance in Pennsylvania contain provisions which will 
make honest men and women more liable to personal 
injury because of the restrictions sought to be placed 
upon the person who desires to remain a law abiding 
citizen. 

The statements made in that editorial are based 
upon our own observations of conditions where such 
laws or ordinances are now in existence as well as 
upon the expressions of many others who are in posi- 
tion to judge intelligently as to the results of these 
statutes. 

Inasmuch, however, as this publication has always 
stood for the fullest and freest discussion of all mat- 
ters relating to the welfare of the industries and 
trades which we represent, we publish herewith a let- 
ter from John M. Kohlmeier, 1to11 Third Avenue, 
New York City, Director of the Hardware and Sup- 
ply Dealers’ Association of Manhattan and Pronx 
3oroughs in that city: 

To AMERICAN ARTISAN AND HARDWARE REcoRD: 

Your editorial on page 16 of your March 31st issue 
temps me to say a few words: “Helping Criminals 
Prosper’? seems to be a bugaboo, a misunderstood, 
well-meant proposition, no doubt, which can be im- 
proved. 

The reasons why well meaning persons have advo- 
cated such laws were to prevent the abuse, not the use, 
of concealed weapons, very often by good boys, brav- 
adoes and big men who were looking for trouble where 
there was no necessity of carrying them and has 
brought many of these thoughtless individuals into 
trouble. 

The Sullivan Law in our state has brought about 
the prosecution of many a criminal before he could 
do any harm. Every citizen can obtain a license if 
necessary. No doubt many a dealer has lost sales. 

Upon the arrival of a foreign ship, guns were sold 
to hundreds of non-citizens for their protection, as 
they believed they were entering a wild cowboy com- 
munity and the harm done by them was sufficient to 
warrant the passing of such laws. The trouble is that 
the law-makers with good intent did probably mis- 
understand the real situation and instead of helping 
and assisting, we condemned them. : 

The Constitution permits the carrying of fire arms, 
and a law framed in a just and liberal way in all the 
states is against the criminal and not against the repu- 
table citizen. 

A permit issued by either a police officer of a city 
magistrate, with the proviso that a record of the sales 
be kept by the dealer for police information only, same 
as in the sale of poisons, no guns or ammunition to be 





for the dealer and the buyer. 

Is it not worth some consideration when life is in- 
volved? What right have we to take the law in our 
own hands? It surely will prevent in many instances 
the criminal and the careless from doing harm. 

Mind your own business and you will very often 
keep out of trouble. 

The burglar entering your home has an advantage 
over you unless you stay awake nights looking for 
trouble. 

I do not believe in prohibitory laws and can see no 
harm in Jaws that protect human lives. 

’ We are coming to it sooner than we think. A little 
more consideration for each other in business also. 
This “go as you please” is a thing of the past. 
Yours very truly, 
J. M. KouiMetrr. 

New York City, April 4, 1916. 

STATEMENT OF OWNERSHIP, MANAGEMENT, 
ETC., OF AMERICAN ARTISAN AND 
HARDWARE RECORD. 





Statement of the ownership, management, etc., re- 
quired by the Act of Congress of August 24, 1912, of 
AMERICAN ARTISAN AND HARDWARE REcorp, pub- 
lished weekly at Chicago, Illinois, for April 1, 1917. 


State of Illinois, County of Cook—ss. 

Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared E. Cohn who, having 
been duly sworn according to law, deposes and says that she 
is business manager of AMERICAN ARTISAN AND Harpwar¥ 
Recorp and that the following is, to the best of her 
knowledge and belief, a true statement of the ownership, 
management, etc., of the aforesaid publication for the date 
shown in the above caption, as is required by the Act of Au- 
gust 24, 1912, embodied in section 443, Postal Laws and Regu- 
lations, printed on the reverse of this form, to wit: 

1. That the names and addresses of the publisher, edi- 
tor, managing editor, and business manager are: 

Publisher — Daniel Stern, 910 South Michigan Boulevard, 
Chicago. 

Editor — A. George Pedersen, 910 South Michigan Boule- 
vard, Chicago. 

Managing Editor — Daniel Stern, 910 South Michigan 
Boulevard, Chicago. 

Business Manager — FE. Cohn, 910 South Michigan Boule- 
vard, Chicago. 

2. That the owners are (give names and addresses of 
individua! owners, or, if a corporation, give its name and the 
names and addresses of stockholders owning or holding | 
percent or more of the total amount of stock): Daniel Stern, 
910 South Michigan Boulevard, Chicago, sole owner. 

3. That the known bondholders, mortgagees, and other 
security holders owning or holding 1 percent or more oi total 


amount of bonds, mortgages, or other securities are (ii there 
are none, so state): There are no mortgages, bonds nor 
other outstanding liability against AMERICAN. ARTISAN AND 


HARDWARE RECORD. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 1 
any, contain not only the list of stockholders and security 
holders as they appear upon the books of the company but 
also, in cases where the stockholder or security holder 
appears upon the books of the company as trustee or 'n any 
other fiduciary relation, the name of the person or corpora- 


tion for whom such trustee is acting, is given; also tat the 
said two paragraphs contain statements embracing «hants 
full knowledge and belief as to the circumstances an’ condi- 
tions under which stockholders and security holders - red 
10 


not appear upon the books of the company as trustce 
stock and securities in a capacity other than that of « bona 


fide owner; and this affiant has no reason to believe t)at any 
other person, association, or corporation has any interest di- 
rect or indirect in the said stock, bonds, or other s<curities 
than as so stated by him. 
E. Coun. 
Sworn to and subscribed before me this 3lst day of 


March, 1917. 
RicHarp T. Mi ZER. 


(My commission expires September 11, 1918.) 
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REVOLVERS FOR SELF-DEFENSE. 


A man who recently visited a large firearms factory 
and saw thousands of revolvers in various stages of 
completion, expressed wonder over the great output 
and why they were in such great demand. The reason 
given for the past, present and future purchase of 
revolvers is a reason which touches the deepest motive 
of the human mind. Under the crust of our civiliza- 
tion are still churning the forces of passion, conquest, 
intimidation and oppression which made life exciting 
in the days of long ago. In early times it was “Every 
Man for Himself.” Since the days when the cave 
man kept his wife and his cave in a mountain side 
just so long as his arm could wield a stone club a little 
quicker than his assailant, there has been growing in 
human consciousness the realization that a man can 
hold his own only so long as he is able to defend his 
own. Civilization has not weakened that conscious- 
ness. All that law and order have accomplished is to 
render less frequent the occasions when a man need 
fight, but he knows that he must be ready to fight. 
Men know this. They don’t reason about it—they 
just know it. You can temporarily deprive men or 
nations of every right but one—the right of self- 
defense. Try to deprive them of that last funda- 
mental right, and man or naticn will fight to the 
death. That is why, it is said, self-respecting men 
want, and know they ought, to buy revolvers to de- 
fend themselves and their homes. That is why it is 
not difficult for a live merchant to build up a good 
legitimate and steady trade on a reliable line of re- 
volvers, such as the Iver Johnson line. Full details 
as to how this may be done will be gladly sent upon 
request, by Iver Johnson’s Arms and Cycle Works, 
354 River Street, Fitchburg, Massachusetts. 





OBTAINS PATENT ON LOCK. 


Henry G. Voight, New Britain, Connecticut, as- 
signor to Sargent & Company, New Haven, Con- 
necticut, has been granted United States patent rights, 
under Number 1,221,115, for a Lock described as 
follows: 


« 1,224,115 ~ In a lock, the combination 


of an inside bolt a tumbler 
therefor, a fence co-operating 
with said tumbler, a member 
connected with said tumbler 
to release the same from 
said fence, an outside bolt, a 
lever connection between said 
bolts, a plurality of tumblers 
for the outside bolt, one of 
said last-named tumblers 
adapted to actuate said tum- 
bler-releasing member, two 
keys, and a cylinder lock 
ze mechanism adapted for actu- 
ation by said keys to protract 
and retract the outside bolt, 
said cylinder lock mechanism 
constructed to release the 
tumbler of the inside bolt by 
3 id said releasing member as one 
of said keys is used, and being incapable of actuating said 
releasing member to release the tumbler of the inside bolt 
when another of said keys is used; substantially as described. 


The people most addicted to wasting time are those 
Whose time is not their own. 
































HUMAN NATURE SHOWS NECESSITY OF SECRETARY H. J. HODGE OF WESTERN 
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IMPLEMENT AND HARDWARE DEALERS 
DISCUSSES SISAL FIBER 
SITUATION, 


In his report before the Annual Convention of the 
Western Implement, Vehicle and Hardware Associa- 
tion which was recently held at Kansas City, Missouri, 
Secretary H. J. Hodge, Abilene, Kansas, discussed at 
length the sisal fiber situation as it affects the seilers of 
binder twine. 

That part of his report referring thereto follows 


herewith: 
Sisal Fiber Monopoly. 

It is difficult to find words to express my gratification 
over the most recent developments in the fight we and other 
Associations affiliated with our National Federation are mak- 
ing in behalf of the American farmers against the sisal fiber 
monopoly known as the “Comision Reguladora.” I refer to 
the report of the Committee on Agriculture of the United 
States Senate, made public January 10th. A sub-committee 
of this Committee, after an exhaustive investigation of the 
fiber and twine situation, including a hearing extending over 
several months, has substantiated the charges made in the 
resolutions adopted by our 1916 Convention against the 
“Reguladora,” that it- had obtained complete control of the 
supply of Yucatan sisal and that it was forcing American 
farmers to pay exorbitant prices for binder twine. The Com- 
mittee found the situation to be as stated and urged the De- 
partment of Justice to examine the record carefully with a 
view to taking such action as may be warranted by the law 
and the facts. The Committee also asked the Department of 
State to endeavor through diplomatic channels, meaning 
through negotiations with the Mexican Government, to obtain 
some measure of relief for our farmers. A further finding 
of the Committee was that there is healthy competition in the 
sale of binder twine, thus exonerating the manufacturers and 
dealers who, in counter charges made by the sisal monopoly, 
were accused of obtaining excessive profits on binder twine. 

The developments of the year have emphasized the im- 
portance of the fight against this predatory sisal trust, for 
since our last Convention it has made additional enormous 
advances in the price of fiber without regard to the law of 
supply and demand. A year ago I called your attention to 
the situation and, believing it the duty of our Association to 
protect the interest of the men from whom our members 
obtain their trade, I urged you to take part in the movement 
that had been inaugurated by the Farm Implement News for 
the purpose of breaking up the monopoly and restoring com- 
petition in the sisal trade. You responded by adopting strong 
resolutions demanding that Congress or the Department of 
Justice take steps to defeat the plan of the monopoly to col- 
lect heavy tribute from the users of binder twine. 

Investigation by United States Senate Committee. 

Our demands and those made by other Associations in 
our National Federation were placed before members of 
Congress. Resolutions calling for an investigation by vari- 
ous departments of the Government were introduced into 
both the Senate and House and referred to committees. As 
the agitation continued and the demand for destruction of the 
monopoly grew louder, the financial backers of the trust be- 
came alarfned. Then a resolution calling for an immediate 
investigation by the Senate was introduced into that body by 
Senator Ransdell, who represents Louisiana, the home of 
the bankers who had taken the initiative in the financing of 
the monopoly. This resolution was adopted immediately 
and the Senate Committee on Agriculture was instructed to 
make the investigation, including an investigation of the 
binder twine industry. The Committee appointed a sub-com- 
mittee, consisting of Senators Ransdell of Louisiana, Wads- 
worth of New York and Gronna of North Dakota. The 
Committee held hearings in Washington during the months 
of February, March and April, 1916, and received a mass of 
testimony from bankers, sisal planters, twine manufacturers, 


trade paper men and others interested in the twine and fiber 
trade. On the strength of the testimony taken at the hear- 
ing, the Committee has returned the verdict as I have already 
set forth. 


Immediately after the close of the hearing, the sisal 
monopoly placed in effect another large advance in price, 
applicable to fiber to be purchased for 1917 twine produce, 
and later in the year made additional advances so that the 
total advance since the “Reguladora” obtained control of the 
supply by force of arms is nearly 20) percent. The present 


quotation is 14% cents per pound f. 0. b. New York, whereas 
it was only 5 cents at the time competition was destroyed. 
I am informed on good authority that it was the inten- 


tion of the monopoly to obtain for last seasons output a 
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much larger price than it-did obtain; that its manager, fright- 
ened over the demands made on Congress for protection of 
farmers’ interests, halted the advance. It is well for us to 
note at this point that although the advances made last sea- 
son increased the American farmers’ twine bill to the extent 
of $5,000,000, compared with the bill of the preceding season, 
we were instrumental in preventing a further increase to that 
extent, or more, in 1916. 
Regards Price as Excessively High. 


Whether the fiber trust felt that it was safe from prose- 
cution by the Government and might, therefore, continue 
practicing extortion with impunity, or whether it feared action 
would be taken some time to destroy it and was determined 
to make hay while the sun shone, I do not know. But I 
am sure that nearly all of the advance in the price under 
trust control is utterly without warrant, so far as the needs 
of the producers are concerned, and that little, if any, of the 
advance is justified by the relation of supply to demand. 
This belief is substantiated by the report of the Senate Com- 
mittee. I am sure also that the prices asked for the fiber 
required for 1917 twine are excessive to an enormous degree 
and unprecedented, and that they will force American farm- 
ers to pay from $12,000,000 to $15,000,000 more for 1917 twine 
than they paid last year. The price of sisal is extortionate 
because it is based upon the unfortunate fact that under 
present conditions we are forced to depend almost entirely 
upon Yucatan sisal for binder twine fiber. 


Fight to Be Kept Up. 


Nothing can be done to prevent the hold-up in 1917, for 
manufacturers have bought the bulk of the fiber required for 
the coming harvest and no doubt will have to pay the high 
prices for the remainder. But this fact should not deter us 
from keeping up the fight with a view to obtaining relief for 
the farmers in subsequent years. The report of the Senate 
Committee shows that we have won the first round in a most 
decisive manner. The Committee has put the issue squarely 
up to the Department of Justice and the Department of 
State. The matter should not be permitted to rest there. 
Those who are in close touch with the whole situation believe 
that the failure of the government to take action against the 
monopoly thus far is due largely to the fact that the farmers 
themselves have not taken an active part in the fight. They 
believe that a loud and persistent protest from the men who 
use binder twine would meet with the desired response at 
Washington. The gratifying report of the Senate Committee 
makes the present the time to press the matter. I am in- 
clined to believe that when the farmers learn what is in 
store for them in the way of twine prices this year they will 
realize the importance of joining with us in the fight, which is 
for their sole benefit. 

I, therefore, make the following recommendations: That 
you again adopt suitable resolutions, first thanking the Senate 
Committee for its verdict and then demanding action by the 
government in accordance with the Committee’s recom- 
mendations; that arrangements be made for the circulation of 
petitions by our members among the farmers for the pur- 
pose of getting their signatures to a vigorous demand for 
such action as the Government may take to bring the price of 
sisal down to its proper level. Let us not forget that pro- 
tection of the interests of our customers is one of the tra- 
ditions of our organization. Let us not hesitate to take any 
step we may take lawfully to protect them from monopolistic 
greed and extortion. 





ae 


PATENTS DOOR OPENING AND CLOSING 
DEVICE. - 


Frederick William Harris, Tate, Saskatchewan, Can- 
ada, has procured United States patent rights, under 
number 1,213,867, for a door opening and closing de- 
vice described herewith: 


The combination with a building 

provided with a doorway opening 

1,213,867 x and normally shut sliding doors 
closing the opening, of a depres- 
sible approach located in advance 
of the doors, depressible runways 
within the building to the rear of 
the doors, a rack extending down- 
wardly from each runway, a con- 
nection between the racks and the 
approach, spring means normally 
retaining the approach and runways 
in their elevated positions, a ro- 
tatably mounted cross shaft disposed adjacent the racks, pin- 
ions fixed to the shaft and meshing with the racks and wind- 
ing cables attached to the shaft and to the doors and arranged 
to effect the opening of the doors in the depression of the ap- 
proach or runways. 
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MAKING THE WINDOW MAGNETIC. 


The display window can be made the merchant’s 
strongest selling argument if he will but exercise a 
little care and judgment in properly dressing his win- 
dow and arranging his exhibit in a way that will please 
the eye and attract the attention of passers-by.’ 

The powerful pulling window is the one that pre- 
sents some unusual, out-of-the-ordinary aspect; some- 
thing that will compel the passer-by to stop and look. 
Then, when his attention is centered on the window, 
he can’t help but notice the goods displayed, and the 
chances are good that he will see something that he 
needs. 

Wide-awake merchants realize that the sales value 
of an attractive window more than warrants the small 
extra expense, and many different schemes have been 
tried. 


o> 


RETAIL HARDWARE DOINGS. 








lowa. 

The J. A. Hanft hardware store, Columbus Junction, has 
been sold to the Farmers’ Union. 

The Adel Hardware Company, Adel, will open a branch 
at De Soto. 

Miguet and Nelson, Hazelton, have traded their hardware 
store to Fettgetter Brothers, who will continue the business. 

John Kress and S. A. Hays, Winterset, have bought an 
interest in McCullum’s Hardware Store. 

A. M. Robinson, Reinbeck, has sold his interest in the 
furniture and hardware store of Robinson & Gange. 

Michigan. 

The Joseph Evans hardware store, Hart, has been sold to 
Dow Archer. 

Minnesota. . 

Hedtke Brothers, Augusta, have opened a_ hardware 
business. 

Benjamin F. King, Austin, has bought the interest of Mr. 
Borsheim in the hardware business ot Borshéim & Cerney. 

The Gerbig and Shortt Hardware Store, Brownsdale, has 
been sold to Forrest Tanner. 

Paul LaLonde, Chisholm, will open a hardware store. 

Joseph Lanertz, Stayton, has sold a half interest in his 
hardware business to his brother, John Lanertz. 

Montana. 

The Montana Hardware Company, Dillon, has opened 
for business. Sam Arndts is the owner. 

William Barthel and T. P. Heisler, Forsyth, will open a 
hardware store. 

The Geraldine Hardware Company, Geraldine, has been 
incorporated with a capital of $10,000 by H. B. Crinklaw, E. 
R. Crinklaw and Minnie L. Crinklaw. 

Mogaard Brothers, Vandalia, will engage in the hardware 
business. 

Nebraska. 

Edmund Johnson, Clarks, has engaged in the hardware 
business. 

North Dakota. 

Jones Brothers, Crosby, have sold their hardware stock 
to the Jacobson Hardware Company of Minot. 

The F. Denison hardware store, Guelph, has been sold to 
J. Wallace. 

V. Hutchinson, La Moure, has bought a one-third interest 
in the Hutchinson Hardware Company. 

South Dakota. 

The hardware firm of F. I. Pixley & Company, Montrose, 

has been changed, E. L. Ketcham selling out to H. E. Griffith. 


Texas. 
The E. S. Hughes Company of Abilene, hardware deal- 
ers, have purchased property at Lubbock and will erect a 


modern store. 
Washington. 


C. S. Robertson & Company, general store and hardware, 


Bremerton, has been incorporated with a capital of $15,000 
by C. S. Robertson and B. A. McNeal. 

Wisconsin. ’ 

Fred Chambers, Hillsdale, has bought the hardware bust- 


ness of George Smart. ; 
D. Jenkins, Dousman, has bought the hardware |usiness 
of Jenkins & Cole. 
The Rio Hardware Company, New Lisbon, 
hardware stock of J. J. Jowett. 


bought the 
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. HARDWARE CLUB 
9) OF CHICAGO AND ITS DOINGS 











ANNUAL DINNER OF HARDWARE CLUB OF 
CHICAGO WILL BE HELD ON 
WEDNESDAY, MAY 9. 


The Annual Dinner of the Hardware Club of Chi- 
cago will be held on Wednesday evening, May ninth. 

As accommodations can be arranged for only about 
two hundred, there will not be any reservations for 
guests accepted until all members who wish to attend 
have been taken care of. 

The preliminary arrangements are being handled 
by H. B. Macrae, Chairman of the [Entertainment 
Committee, who promises a fine and very unique din- 
ner and some very unusual features of entertainment. 

Reservations should: be sent in accompanied by 
check for $2.00 a cover. Members first, but be prompt. 


——_—___-- —_+~»-@-2 = 


CHARLES S. WILLIAMS TELLS OF PLANS FOR 
HIS INVESTIGATIONS AS TO HARDWARE 
OPPORTUNITIES IN ORIENT. 


At a special luncheon meeting of the Hardware 
Club of Chicago on Thursday, April 12th, Charles S. 
Williams, who has recently been appointed United 
States Trade Commissioner of Hardware, to investi- 
gate the hardware markets of Africa, Asia and the 
Balkan states, and who for 28 years was a traveling 
salesman for some of the most prominent hardware 
manufacturers in this country, told of the plans he 
had laid out for investigating opportunities for selling 
American hardware in these sections of the world 
which until the beginning of the war obtained their 
supplies from other nations, such as France, [england 
and Germany. 

Mr. Wlliiams will sail on May fourth from San 
Francisco on one of the Japanese steamers, his first 
stopping place for any length of time being Capetown, 
South Africa. 

The principal features of this investigation, said 
Mr. Williams, would be securing information as to 
quantities used, how well satisfied dealers have been 
with the goods bought from us during the past two 
years, the special class and kind best suited to the 
wants and needs of the people, how our service may 
be improved, ete. 

He pointed out that while some manufacturers al- 
ready had established themselves abroad—in fact have 
been doing considerable business of that sort for years 
—the large portion of our-American hardware man- 
ufacturers have never seriously considered the tre- 
mendous business opportunities which present them- 
selves now and the still greater opportunities in the 
future, nor have they come to a realization of the need 
for the development—by them—of an outlet for their 
Products such as is offered by the countries abroad. 





Mr.. Williams was the guest during. the day of Iry- 
ing Shuman, President of the Export Service Corpo- 
ration, Chicago and A. George Pedersen, Editor of 
AMERICAN ARTISAN AND HARDWARE ReEcorp. He will 
attend the Convention of the American Hardware 
Manufacturers’ Association at Houston, Texas, April 
17 to 20, and will go from there to San Francisco 
where he will embark on his long- journey to South 
Africa, which will take almost two months. His en- 
tire trip is expected to last about two years. 


_—e 


A GOOD MEMBER’S MOTTO 





“T will not condemn the Association for failure to 
secure results, unless I myself have personally given 
time, thought and diligent effort to help secure these 
results.” 


—— eee - 


COMING CONVENTIONS. 


Old Guard, Houston, Texas, April 17 to 20. George H. 
Hillman, Nashville, Tennessee, Secretary. 

Southern Hardware Jobbers’ Association, Houston, 
Texas, April 17 to 20. John Donnan, Richmond, Virginia, 
Secretary. 


American Hardware Manufacturers’ Association, Hous- 
ton, Texas, April 17 to 20. F. D. Mitchell, Woolworth Build- 
ing, New York City, Secretary. 

Panhandle Hardware and Implement Association, Ama- 
rillo, Texas, April 23, 24, 25. E. P. Thompson, Secretary, 
Memphis, Texas. 

Arkansas Retail Hardware Association, Hot Springs, 
May 3, 4, 5. Grover T. Owens, Secretary, Little Rock, Ar- 
kansas. 

Western Stove Association, Chicago, May 7. A. W. Wil- 
liams, Columbus, Ohio, Secretary. 

Stove Founders’ National Defense Association, Chicago, 
May 8. Robert W. Sloan, Scranton, Pennsylvania, Secretary 

Florida Retail Hardware Association Convention and 
Exhibition, Tampa, May 8, 9, 10. Walter Harlan, Secre- 
tary, 44 Boulevard Circle, Atlanta, Georgia. a 

National Association of Stove Manufacturers, Chicago, 
Illinois, May 9 to 10. F. L. Stephenson, Hoosick Falls, New 
York, Secretary. 

Master Sheet Metal Contractors’ Association of Illinois, 
Chicago, May 22 to 23. David M. Haines, 1929 West Lake 
Street, Chicago, Secretary. 

Alabama Retail Hardware Association a _ 
Exhibition, Montgomery, May 22, 23, 24. Walter Harlan, 
Secretary, 44 Boulevard Circle, Atlanta, Georgia. Le 

Metal Branch of the National Hardware Association, 
June 1st, William Penn Hotel, Pittsburgh. George A. Fern- 
ley, Philadelphia, Secretary. _ Me 

Georgia Retail Hardware Association, Macon, June 5, 6, 
7. Walter Harlan, Secretary, 44 Boulevard Circle, Atlanta, 
Georgia. 

National Retail Hardware Dealers’ — - Louis, 
June 12, 13 and 14. M. L. Corey, Argos, Indiana, Secretary. 

National Association of Sheet Metal Contractors, Cleve- 
land, Ohio, June 12 to 15. Edwin L. Seabrook, Philadelphia, 
Secretary. a 

National Warm Air Heating and Ventilating Associa- 
tion, Cleveland, Ohio, June 13. A. W. Williams, Columbus, 
Ohio, Secretary. -” 

Ohio Sheet Metal Contractors’ Association, Cleveland, 
June 14th. W.D. Weaver, Columbus, Secretary. 

Carolinas Retail Hardware Association, W rightsville, 
Beach, North Carolina, June 19, 20, 21. T. W. Dixon, Secre- 
tary, Charlotte, North Carolina. ie 

American Washing Machine cor eg TE er 
June 28, 29 and 30. At Lake Harbor, Michigan. aymon 
fars i ilding. 1icago, Secretary. 

Marsh, Otis Building, Chicago, 5 1 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 


= 








SOCKET BRACE FOR REMOVING 
DEMOUNTABLE RIMS. 





One of the tools shown in the excellent new catalog 
of V & B Tools which has recently been issued, is 
the automobile socket brace, shown in the accom- 
panying _illus- 
tration, which is 
designed to re- 
move demount- 
able rims. This 
tool is claimed 
to be one of the 
strongest and 
handiest on the market for this purpose: The socket 
is drop forged, will not break or work loose, and will 
keep. the nuts tight and secure. Two finishes are 
made—nickel plated with walnut handles, and _ pol- 
ished with hardwood handles, in sizes to fit the nuts 
on various rims. This brace constitutes another of 
the extensive list of items that the retail hardware 
dealer can profitably feature to his automobilist pa- 
trons and to owners of garages, repair shops, etc. 
Full particulars, together with details of numerous 
other tools, are given in the new catalog, and copies 
of this will be sent upon request, by the Vaughan and 
sushnell Manufacturing Company, 2114 Carroll Ave- 
nue, Chicago. 


V & B Automobile Socket Brace. 


+ 





AUTOMOBILE TOP HOLDER THAT IS EASILY 
ADJUSTABLE. 





In neatness, efficiency, ease of operation and dura- 
bility, the Adams Automobile Top Holder, which is 
shown in the accompanying illustration, is said to be 

1 unsurpassed. According to 

| the manufacturers, it is ad- 

| justable every sixteenth of an 
| inch, and the leverage is such 
that with a slight turn the 
motorist can draw the chain 
as tight as a cable or loosen 
3 it instantly; this cannot be 
done with a strap holder be- 

Adams Automobile Top z 

Holder. cause the holes in the strap 
cannot be set close enough. The chain used is steel, 
sherardized and electro-plated and has a tensile 
strength of 465 pounds, being several times as strong 
as a strap. Not more than two minutes, it is said, are 
required to install the holder, and the operation is 
described as follows: Turn the wheel, Number 1, as 
shown in the illustration, to the left slightly with the 
right hand; push up pawl at the left with the left 
hand, thus allowing it to clear the wheel; next grasp 
the hook, Number 3, pull out chain as far as desired 
and place the hook over the top bow; then turn the 










\\ 
\\ 


TU 
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wheel to the left and tighten. Further particulars of 
the Adams Automobile Top Holder can be obtained 
by addressing the Rock Island Manufacturing Com- 
pany, Rock Island, Illinois. 


a+ 
-oo 


SIMPLE, EFFICIENT MECHANISM IN 
SPEEDOMETERS. 


Simplicity spells efficiency. So, in the Corbin- 
Brown Speedometers, a type of which is shown in the 
ee accompanying _ il- 
: . lustration, extreme 
efficiency and ac- 
curacy are gained 
by constructing it 
of a few parts that 
are big and strong 
in preference to a 
complicated mech- 
anism. The speed- 
ometer is built on 
the — centrifugal 
principle of phys- 
Corbin-Brown Speedometer. wanes which, it A 
Ford Special. said, means that it 
is absolutely accurate at all times, being unaffected by 
changes in temperature or by electrical influence. 
Hence the device is just as accurate whether the ther- 
mometer registers high or low, and will make an extra 
strong appeal to the owners of automobiles equipped 
with electric lighting systems, electric self-starter, etc., 
because it is immune to electrical influence. The com- 
pound governors make the speedometer particularly 
sensitive so that, the manufacturers state, it will record 
accurately as low as two miles per hour. Full details 
of its features are contained in catalog showing the 
different models, which will be sent upon request, 
by the Corbin Screw Corporation, New Britain, Con- 
necticut. 











ee 


TRADING STAMP AND COUPON TAX ON 
CONSUMER. 





The fate of the coupon, calling for some kind of 
prize, is apparently fixed; and the determination of 
the American Tobacco Company to stop giving it helps 
its merited demise. Perhaps the time is drawing near 
when merchandise will be sold without the factitious 
aid of the prize, the trading-stamp, the coupon, and 
like devices to deceive and befuddle buyers. If there 
is one thing fixed in economics it surely is that the 
consumer pays for whatever he buys, with a profit 
added. If trading stamps are given, the consumer 
pays for them, and for all the expense of handling 
them, plus a profit for the stamp people, as well as for 
the goods themselves—George French in The Adver- 
tising News. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 











The high cost of living may at one time have been 
an imaginary evil, but now it is stern reality. With 
foodstuffs of all kinds commanding unprecedented 
prices and with the prospect of a tremendous shortage 
in the near future, circumstances are not calculated 
to make the provision of food and other necessities a 
simple matter. This condition will unquestionably be- 
come more manifest with the progress of the war, and 
already experts are pointing out how the “back yard” 
garden idea may make things easier for the nation as 


A Special Messa ge 


That Every Man and Woman 
Should Read 





















By Planting 


Your Own Garden 















‘ 







! . Aside from the pleasure of eating home-grown foods, it is good exercise for any man 
to get out im the early morning er late afternoon to work the Gerden In our stock is 

vevery necewary tool for Gardening, e 

° BELOW IS A PARTIAL LIST 

Champion wrought steel rak . Lather Burbank Garden Spades ves SLES 
nye sreccecereoecs aif crescccccococcs 450 _ Wooden ‘Wheel Barrow with steel wheels. $250 
14 weeth ..... -+. Se Galvairced Soroking pots, Se to $1 
16 teeth .....+.+ sees TS Grass Shears ...4-sseesseeee ++» 30 

Ole Olson wood tooth lawn T50 Pruning Shears . +... Oe 

Four tine manure forks . aoe oon ae Hedge Shears... and $1.75 

* 4 prong bent head to | 85¢ SII a cas cnnvsstapsadateqesesacnc 600 

Four fine spading ftrks with ii nse “D" handle #1. 10 All steel hose reels.......... .. $2.00 

Forged steel weeding hoes, one prong 45¢, Sis ply garden hose, per ft. 121-2 
PPOME «6 owe esse ee neeee ese eness ne caee Trellis wire, 18-in. wide, per fe 10¢ 

Cronk’s dig-easy mattox hoes, — blade .... 650 Bed guards, 1S-in. wide, per ft. . 20¢ 

Southera mattox hoes .. we. The Hand spades and forks, each ... -.. Bo 

Crook's adjustable five prong cultiv ESS 850 Lawn sprinklers .....-..+.. «+. Tée and $150 

Crook's three pg Fi poeryee tvaor Oe Flower pots, gallon size .......... 

Light goose nee! ik hoes, 71-2 inch blade ....... 400 Land roliers, (water weight) st from $13.00 te $17.00 
Sire WOES vo ccccccsscccccee-sccccesce 600 Avery garden plows with cultivator, sweeps and 

Ladies” goose neck hoes, S-inch blade ..,+..... 50e other attactrements ........-4-00+-2000+ 

Wk BAS MAID cocestsaca-se.e-- oo #i and 81.25 Povliry netting, per yard from ..--+-+-s de to 25¢ 


ee eee Meee 


Sil; Sable Uuadivane 


Montgomery Wetumpka 











a whole and especially for the individual families with 
backyards. 


Hence a newspaper advertisement such as that re- 
produced herewith is certain to be read with far more 
than ordinary interest, for no question remains that 
gardening and back yard farming are to be extremely 
popular activities this year, and more than likely, for 
the years to come. This advertisement occupied an 
eleven inch, four column space in the Montgomery, 
Alabama, Advertiser, where it was run by the Tullis- 
Gamble Hardware Company of Montgomery and 
Wetumpka. 

The idea of the advertisement is well brought out 
by the attractive cut, the display and the directness of 
the headings, and the strong copy matter, while the 
effectiveness is heightened by the list of gardening 
supplies at specific prices. 

e+ * 


When you glance at the advertisement shown here- 
with, what strikes your eye first? The prices, you 








say. Now perhaps 


CHROETERQ| j= 


not be set in such 
717 and 719 Washington Ave. ‘ 
St. Louis, large and promi- 


Weekly Ad No. 636 nent type, but at 


THIS SALE Ci hy 
WEBRUAMY 6 ee any rate it is far 


SEND us YOUR MAIL GPDERS | better to have it 


Schrocter’s Special so than not at all. 
TOOL GRINDING Many advertisers 
MACHINE J tisers 


With Incase’ Ceara, rely on the appear- 
Dimensions of grind- 


Meinz wheel, 4x1 inches; ance of their ad- 
cndispensable in grind: 
ing tools of every de- vertisement or up- 


scriptiowr; each, 


$1.89 on the potency of 


Parcel post weight, the selling argu- 


5 pounds, 
















ae ments cited there- 
DRILL BITS—SQUARE SHANK i antice > 
a onsen in to entice the 


FOR METAOE OR WOOD, Guaranteed ach Ff 2 . _ = 
Set consists of following sizes: 1-6, 3-32 bashful Ss h € k € 5 











4%, 5-32, 3-16, 7-32, 5-16 d %& i ean 
euLrace ae ean from the reposi- 
thts sale, each. Leeacetne a iar an ‘ . 
Parcet postweight, 2 pounds, tories of their pos- 
2-IN-1 STEAM VULVANIZER sessors, and these 
For Casings and tuner” tubes: cannot be- ‘ . 
come overbeated, can be used on the in numerous In- 
a Tires can be Hate withont ae 
lating or removin rom rims; complete ste “ec oT 
Ssaatt Mperes ont, ple stances perform 
ee? Ng ions Sis aw Xk ncso ek s ee i 
Pune ipuk nite. 2 commas effectually. The 
HAND-SCRUBS lure is, however, 
A usefol brush for the hands; act] ¢ 
A useto ae... 7 12¢ unquestionably far 
FOUNTAIN AUTOMOBILE greater when the 
BRUSH matter of price is 


determined in 
the advertisement. 
Some dealers do 





Has 24 ee brush attached’ to a special not quote a price 
nozzle. which allows the water to flow ” é | . fez 
through the brush;. can be attached to bec ause t 1€y ear 


any -inch hese. : ee 
Special price......... $1. 29 it may frighten the 
Parcel | pest welgbt, 2 pounds. pro pect away but 
Ag Rs es » c c , 
Ww AF LE (RONS 4 
For gas stoves. Special there seems to be 
price x, aS aioe eck 98c . 


Weight, 12° pounds no valid reason for 


Schroeter Bros. Hardware Co. 


717 and 719 Washington Ave. 








any hesitancy in 
featuring a reason- 
able value. The 
fact that you state 











a price reflects your confidence that the customer will 
be amply repaid by the merchandise received in the 
transaction, and that your price will stand the acid 
test of comparison. 

The advertisement at hand, in which price plays such 
an important role, is one of the series of single-column 
advertisements placed once a week in the St. Louis, 
Missouri, newspapers to announce the subsequent 
weekly sales. Note the neat appearance given by the 
uniform styles of type for heading, sub-heading, text, 
and price, also how purchases by mail are fostered and 
encouraged. 

* x * 

Send in your newspaper ads or issues of your store 
paper. We will be pleased to review them and thereby 
help you to make them more profitable. 
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HEATING AND VENTILATING 











SOLUTION FOR WARM AIR HEATER TROUBLE 
IN NEW YORK INSTALLATION 





In addition to the suggestion from Julius Meyer, 
Algoma, Wisconsin, publishéd on page 34 of April 
7th issue, in answer to the problem which was pre- 
sented by J. A. Poritius, Geneva, New York, we have 
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very bad plan, as jobs of this nature give more or 
less trouble. 
Keep your runs short in both cases and you will find 
less trouble. 
One of your readers, 
G. L. W. 
Brawley, California, March 28, 1917. 





Improved Plan for Warm Air Heater Installation in Geneva, New York, House. 


received the following letter from “G. L. W.,” 
Brawley, California: 
To AMERICAN ARTISAN: 

In your issue of March 24th, I noticed the article, 
“Why Does This Warm Air Heater Fail, to Work 
Right?” 

I cannot see how the party would expect it to work, 
when it is all out of balance. His cold’air returns are 
very much at fault, having to travel so far and with 
square turns and one working against the other, it is 
very near to impossible to get two ducts to work, and 
especially where they enter each other at right angles. 

I submit a sketch herewith that I will bank on its 
working properly and will use only half of the amount 
of fuel that it took before. 

You, will note that we have in these warm 
air registers 489 square inches of air to go through 
them or “their capacity’ and I am filling them with 
two 18 inch cold air returns which carries 508 square 
inches of air. In your sketch the party who put up 
the job, seemed to want to make long-runs with both 
his warm and cold air, which I always found to be a 


ROBINSON FURNACE COMPANY TO SELL 
HANDY PIPE AND FITTINGS. 


The Robinson Furnace Company, 205-207 West 
Lake Street, Chicago, makers of the Robinson Gem, 
Steel Dome and other warm air heaters, have taken 
the agency for the sale of the well-known Handy 
Warm Air Pipe and Fittings, manufactured by F. 
Meyer & Brother Company, Peoria, I!linois. A com- 
plete stock of the pipe and fittings is on hand and ship- 
ments can be made promptly. 

By this arrangement many installers will be able 
to secure supplies on short notice and be free from 





the annoyances sometimes caused by freight delays. 
—s «« 

In my judgment the great fault of the mechanical 
systems as I have seen them, is that they put the air 
in the room at a temperature which is too much below 
the temperature of the person or the people who are 
in that room. I am aware that this is an argument 
for the warm air furnace heating -as compared with 
other systems.—Dr. W. A. Evans, Chicago. 
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WHAT IS WRONG WITH THIS WARM AIR 
HEATER INSTALLATION ? 


Here is a problem in warm air heating that is of 
more than ordinary interest. The installer, H. L. 
Seif, Galion, Ohio, who submits it, states that the 
seven room house the-basement and first floor plans 
of which are shown herewith is warm enough when 
the occupants are moving around but that they do 
not feel comfortable when sitting still, and asks for 
suggestions as to the way in which this trouble can 
be remedied. His letter follows: 

To AMERICAN ARTISAN: 

As I am a subscriber of your journal and have a 

Chinese puzzle in the shape of a warm air heating 























Basement. 
7 Feet high. 




















Basement Plan of Warm Air Heater Installation in Seven 
Room House. 


job, | am herewith enclosing sketches for same that 
I would like to have you submit in your valuable 
paper and ask for a remedy. 

The furnace has 21 inch firepot and carries a rating 
of 8,000 to 12,000 capacity given by the manufacturer. 
The casing is 5 feet 6 inches in diameter. 

Two stacks extend to the second floor where 3 
sleeping rooms and a bath room are heated. 


The occupants state that the rooms are warm while 
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First Floor Plan of Warm Air Heater Installation Showing 
Location of Registers and Cold Air Ducts. 


moving around but that when they sit still they are 
not comfortable, which would indicate a faulty circula- 
tion. Also I find the basement gets very warm where 
the furnace is located and the jacket gets very hot 
even down to the base ring. 

| The cold air box or duct is 12x28 inches and is car- 
ried on the joist and seems to be open and free and 
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full size all the way across cellar; the opening into 
casing is approximately 13x27 inches. 

The 14-inch. cold air duct from the kitchen was 
added later when complaint was made regarding the 
heating, but it doesn’t seem to correct the trouble. 

Kindly submit same and ask for suggestions as to 
the trouble and the remedy for same, and oblige. 

Yours truly, 
H. L. Serr, 

Galion, Ohio, April 9, 1917. 





PUTTING THE SUN TO WORK IN THE 
HOUSE. 





The people of Southern California are letting the 
sun provide the warmth whereby the water they use 
is heated. 

The device by which it is done is known as the 
“solar heater.” It consists, as shown herewith, of a 
shallow box about 4 inches in depth, within which is 
a coil of galvanized water pipe. The box is covered 
with glass, and is practically airtight. A sheet of 
copper is placed behind and attached to the water 
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waste 


Water Heater Operated by Rays of the Sun. 


pipes for the purpose of concentrating all of the sun- 
heat falling upon an area several times larger than 
that offered by the pipes themselves, thereby making 
the water correspondingly hotter. 

The pipes of this heater are arranged with a cer- 
tain upward pitch, so that the heated water gradually 
passes from the coil to the storage-boiler. As the hot 
water leaves the coil its place is taken by the coldest 
water from the storage boiler. During warm, sunny 
weather the water that was first heated and sent to the 
storage-boiler will return to the sun-coil to be heated 
to a still higher temperature. This storage-boiler 1s 
encased within a wooden box, and the space between 
the boiler and the sides of the box is filled with a heat 
retaining packing. The loss of heat by radiation is 
very slight. Assuming that no water is drawn, the 
loss of heat due to radiation during the night will vary 
from 4 to 10 degrees. Hence, hot water can be drawn 
in the early morning as well as at the close of a sunny 
day. From this tank the heated water passes to the 


various fixtures of the home. 


—— -e- 
The best retail collector we ever knew never told 
his debtors he needed the money—he told them he 


wanted it. 
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PIPES NEEDED FOR THIS SINGLE 
REGISTER INSTALLATION. 





The following letter from E. W. Fix, Superintend- 
ent of the Oakland Foundry Company, Belleville, Illi- 
nois, contains another suggestion to “Installer’’ whose 
single register warm air heater problem was published 
on page 33 of our March 17th issue, other letters hav- 
ing been published on pages 30, 34 and 34 of our 
March 24, March 31st and April 7th issues respec- 
tively: 

To Installer, care AMERICAN ARTISAN: 

Noting your plan of heating apparatus in the March 
17th issue of AMERICAN ARTISAN, wish to advise that 
your system is perfectly proper and would heat this 
building in any kind of winter weather, if the capacity 
of your furnace was large enough. What you need 
is a 26 inch all cast furnace, using a 36x36 face con- 
nected up with a 34 inch warm air pipe leading from 
furnace, and two cold air return pipes of 24 inches 
diameter each, using a 24x30 face for each pipe. 

This furnace installed in this way and connected up 
properly will give you no further trouble. 

Hoping that this will be of some benefit to you, 
beg to remain, 

E. W. Fix. 

3elleville, Illinois, April 6, 1917. 





FIREPOT DESIGN MAKES GRATE SURFACE 
EASILY ACCESSIBLE TO OPERATOR. 





The “Furnace Filosofy” underlying the construc- 
tion of Keith’s Monitor Warm Air Heater, which is 
Shown in the ac- 
companying  illus- 
tration, evidences 
itself in the design 
of the _ firepot 
which is made in 
two separate sec- 
tions, to allow for 
expansion where it 
is essential—mid- 
way between the 
top and_ bottom. 
These __ sections, 
furthermore, are 
built to fit together 
es with accurate uni- 
Keith’s Monitor warm Air Heater. formity, and the 
upper one forms a part of the feed opening and 
thus makes the grate surface easily accessible to 
the operator for firing, etc. The under side of 
the feed opening is fitted with a collar that has 
a dust flue connection to the top of the ash-pit ; 
this dust flue is designed to permit the dust in- 
cident to shaking the grates to be drawn up and 
over the fire, also allowing a flow of heated air to be 
drawn up and discharged over the burning coals. 
Full details of the Monitor Warm Air Heater con- 
struction are contained in the catalog which can be 
secured from the Keith Furnace Company, Des 
Moines, Iowa. 








AMERICAN ARTISAN AND HARDWARE RECORD 





April 14, 1917. 


LARGER WARM AIR HEATER AND LARGER DIVING FLUE WARM AIR HEATER HAS 


EXTENSIVE RADIATING SURFACE. 





In a warm air heater the heating efficiency depends 
essentially upon the amount of heat it can deliver and 
the volume of air 


which can pass 
through the casing 
at its narrowest 
point. Regardless 


of the care that 
may be used in 
proportioning the 
warm and_ cold 
air pipes, if the 
necessary volume 
of air cannot pass 
through the casing, 
the efficiency of 
the warm air heat- 
er is impaired. In the Rudy Diving Flue Warm Air 
Heater, shown in the accompanying illustration, a high 
efficiency is said to be realized because of its ex- 
tensive radiating surface, and, according to the manu- 
facturers, its heating capacity is not figured by the 
firepot diameter, but by the proportion of heating 
surface to grate surface, whereby the burning gases 
travel a long distance within the warm air heater be- 
fore reaching the flue. The diving flue radiator par- 
tially encircles the firepot and the path of the gases is 
said to be down through the two diving flues into the 
radiator, then around to the back flue and up to the 
smoke outlet. With this construction practically all 
the heat is claimed to be absorbed from the burning 
gases before reaching the smoke pipe, and the cold 
air is brought in contact with the radiator first and 
then gradually tempered to a high degree as it rises, 
so that it acquires a swift circulation on leaving the 
hottest .part of the warm air heater. Further infor- 
mation can be obtained from the Rudy Furnace Com- 
pany, Dowagiac, Michigan. 





THE RUDY DIVING 


FLUE FURNACE 
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SECURE THIS NEW CATALOG OF WARM 
AIR REGISTERS. 





Fifty-four pages profusely illustrated and bound in 
an embossed blue cover constitute Catalog Number 6 
of the Rock Island Register Company, which has just 
been issued. First, of course, are shown the distinc- 
tive features of the Rock Island Guaranteed No Streak 
Wall Register and the guarantee tag furnished with 
each register. Then the simple, effective method of 
installing is described, which gives a tight joint with- 
out any additional labor than the usual connecting 
operations. Following this, the scroll and plain lat- 
tice designs in oxidized copper and brush brass fin- 
ishes are pictured in colors, after which are shown 
the different types for first and second floor use. The 
catalog further lists single and double fittings for the 


Rock Island Registers, other types of registers and 
their fittings, cold air faces, ceiling ventilators, wire 
and 


grills, Handy double pipe and fittings, single pipe 
fittings, round tin and galvanized pipe and fittings, 
casing bonnets, and a variety of warm air heater sup- 
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The installer will find much to interest him in 


ilies. 
in catalog especially as at the end are cited rules for 
determining pipe sizes, a list of items that enter into 
the cost of an installation, and tables of circumfer- 
ences and areas of circles and capacities of registers. 
Copies can be obtained by addressing the Rock Island 
Register Company, Rock Island, Illinois. 
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SECURES PATENT FOR HYGROMETER. 





Samuel Augustine de Normanville, Ealing, England, 
has been granted United States patent rights, under 
' number 1,198,199, for a hygrometer de- 
scribed in the following: A wet and dry 
bulb hygrometer comprising two bulbs 
containing gas, means for wetting one of 
said bulbs, a U tube connecting said bulbs, 
said tube containing indicating liquid, a 
scale adjacent to said tube which by the 
surface of the liquid indicates the differ- 
ence in temperature between the bulbs, 
and means for indicating the necessary 
amount for correcting the position of said 
scale according to slight changes caused 
by the expansion and contraction of the indicating 
liquid due to changes in temperature, substantially as 
hereinbefore set forth. 


1,198,199 
‘ b, 


















+o 


HANDS ONLY REQUIRED TO ASSEMBLE 
NESTED WARM AIR PIPE. 

Not a single tool is said to be needed in assembling 
Michigan Nested Warm Air Pipe, because it has 
safety locking devices at the ends of each section 
which are easily locked as shown in the accompanying 
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How Michigan Warm Air Pipe Is Locked. 


illustrations. This lock, the manufacturers state, re- 
quires no hammering to complete the joints, and pre- 
vents the run of pipe from sagging, remaining locked 
until released. Another feature that the installer will 
greatly appreciate is the fact that this pipe occupies 
very little space, and being packed in an iron cask 
with wooden ends, can. be kept in the original pack- 
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Michigan Nested Warm 


Wan Se See SS 


Air Pipe Locked in Position. 





age until entirely used. For use with the pipe, the 
Michigan Adjustable Elbows are ideally adapted, and 
like the pipe, can be easily, quickly and firmly applied. 
The complete. catalog, fully describing the nested 
warm air pipe, adjustable elbows and double wall 
Warm air pipe will be sent upon request, by the Mich- 
gan Safety Furnace Pipe Company, 113-115 East 
Fort Street, Detroit, Michigan. 
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COMPARISON OF COAL AND GAS FOR 
COOKING PURPOSES. 


The following article, entitled. “Kitchen Equip- 
ment,” appeared in a recent issue of The London, 
England, Domestic Engineering: 

_ A fruitful branch of business for the enterprising domes- 
tic engineer is that relating to kitchen equipment. This point 
is at present of particular interest owing to the scarcity of 
solid fuel. The question of the provision of an adequate 
supply of hot water especially in large establishments is an 
essential part of the problem, but a knowledge of modern 
cooking apparatus and the capabilities of up-to-date gas ap- 
pliances is necessary if satisfaction is to be secured. 

Choice of Cooking Apparatus. 


In regard to the apparatus, therefore, we will endeavor to 
formulate the essentials of a large modern installation which 
can be termed entirely satisfactory. 

They are, briefly, as follows. The apparatus should: 

1. Be capable of cooking any dish perfectly, whilst re- 
quiring the minimum possible amount of supervision. 

2. Do the work as quickly as possible, consistent with 
the production of perfect cooking. 

3. Be absolutely reliable. 

4. Be clean. 

5. Be capable of use at a minute’s notice. 

6. Be easy of regulation in regard to the varying tem- 
peratures required for cooking different forms of food. 

7 Give out little heat in the kitchen, so as to enable the 
staff to work in comfort. 

8. Require the minimum possible amount of labor. 

9. Be economical as regards consumption of fuel. 

The managers of hotels, restaurants and other public 
and private business catering establishments are now rapidly 
discovering that there is but one system of cooking which 
meets all of the above essentials satisfactorily. 


Coal for Cooking Purposes. 


Coal-heated apparatus is fairly economical and reliable. 
It will produce good cooking if very well supervised. But 
in regard to the other points enumerated above, it has been 
found wanting. 

The use of coal entails considerable labor in handling 
and in the keeping of the fires properly stoked. The fact, 
too, that the stoking is not automatic renders constant and 
anxious supervision necessary, especially when the cooking of 
food requiring particularly delicate treatment is in progress. 

Again, the coal range is none too clean a servant, and it 
gives off considerable heat in the kitchen-—unfortunately cook- 
ing the cook as well as the dinner. 

The Modern Method of Cooking. 

The gas cooking range, which is now in use at most up- 
to-date catering establishments, successfully meets modern re- 
quirements. 

That gas is almost tniversally used in the homes of our 
country—-in the small artisan’s dwelling as well as in the royal 
paleces—is sufficient proof as to its capacity for economically 
turning out good cooking. 

Owing to the ease with which the heat in the oven can 
be regulated, the cooking can be done under any desired con- 
ditions in regard to temperature—an impossibility in the case 
of the coal range. 

Rellability of Gas Cooker. 

The gas cooker, too, is reliable. The chef, once he knows 
his range, can, without anxiety, leave his culinary creations 
in the “hands” of his cooker, knowing full well that the de- 
sired temperature will be maintained without further trou- 
ble on his part. He can also gauge accurately to within a 
few minutes the time that will be taken in cooking any given 
dish. 

Again, the gas cooker causes no dirt—a not inconsider 
able advantage, seeing that it not only ensures clean working 
conditions for the staff but a saving in expense in regard to 
repainting and decorating work in connection with the up 
keep of the establishment. 

Another favorable point is its readiness for use at any 
moment, and its adaptability for some unexpected demand 

Economy In Use of Gas, 

Finally, the use of gas is economical. 

When it is desired to cook food, the gas is turned on, 
and the oven is in full working condition within a few min 
utes. As soon as the desired work is done the gas is turned 
off. 

There need be no waste of fuel before 
is in the case when a coal range is used 

These valuable points should be studied by the domestic 
engineer if he wishes to advise his customers regarding the 
modern equipment necessary for the up-to-date kitchen. In 
a subsequent article we shall give some particulars of large 
installations which are now in successful operation 


or after use, as 
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PRACTICAL HELPS FOR THE 
TINSMITH © 
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PATTERNS FOR TRANSITIONAL ELBOW, 
RECTANGULAR TO ROUND. 





BY O. W. KOTHE. 
Replying to the inquiry of “Subscriber” on page 
35 of your March 24th issue for an elbow that is 


h 


| 
roy 
da 














ev, 


Section THRU -1-G.- 











HALF FRONT VIEW 


PART PLAN 











lines shown. The outlines of elevation can then be 
drawn. 

To correspond with the side elevation draw the 
half front view. From each miter line in the center, 
pioject over lines into front view, as m-n; h-g; this 
gives you the half diameters through the centers of 
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Development of Patterns for Transiticnal Elbow, Rectangular to Round. 


square or rectangle on one end and round on the 
other, this drawing gives the idea to work from. If 
the work is not too particular considerable time can 
be saved in laying this problem out by treating the 
piece “A” as an ordinary elbow; draw the ends of the 
piece “B” in and transform the piece “C” from rec- 
tangle to octagon, and transform the piece “B” from 
an irregular octagon to round. Where this can be 
done, considerable work in laying out can be saved. 
If not, then the champhered corners of the octagon 
must be made round, which embodies considerable 
more work. 

First draw the side elevation; in this case the throat 
is a true quarter circle while the heel arc can be traced 
to suit the eye. The throat quarter circle is then di- 
vided into six equal spaces which gives you the miter 


miter lines in side elevation. The next step is to 
draw the irregular octagon making the line 1-6 of 
piece “C’” equal to the width, and h-g as h-g, g-h. 
The champher lines can be made any desired length, 
but it is not well. to make them too long or too short, 
because it will make the fitting look out of propor- 
tion. One-half of this octagonal section can ‘then be 
placed in side elevation as shown by the shaded sec- 
tion. 

Next divide the half section of “C” into equal 
spaces and project your lines into elevation. This 
pattern “A” can then be laid off the same as for any 
ordinary elbow. The other butt end “B” can also be 
laid off using the true lengths B”-A” and A”-A’ and 
with it lay out the end pattern “B”; afterwards add 
the half side pieces. 
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The writer takes it for granted “Subscriber” knows 
considerable about triangulation because to go over 
every point will make a pretty jumbled mess of lines. 
If you have difficulty, then we will lay out similar 
problems and gradually grow up to this one which 
will make it easier to understand and master. 

The part half plan is then projected from the ele- 
vation, making your lines correspond with points as 
shown. Note how the foreshortened octagonal view 
appears as 1-2-3-4-5-6. Lines are drawn from these 
points to the corners A and B. Then again from 
these corners 2-3-4-5 lines are drawn to the half 
ellipse a-b-c-d, etc. These give you the base lines for 
true lengths. However, I find it more convenient to 
lay out the true lengths for the piece “C”’ with the 
plan line as shown in “M”, while the true lengths for 
“G” are determined by the standing diagram as, Fo 

Having the true lengths in diagram “M” and “N”’ 
determined, also the pattern “A” and “B” laid out, 
we can then lay out the patterns for the two middle 
pieces. For the pattern “C” draw any line twice the 
length of O-A of plan as A-A. Pick line 1-1 from 
diagram “M” and using A-a as centers strike arcs in 
point 1. Set dividers equal to the space 1-2 of the 
octagon section and strike arc as at 2. Then pick 
line 1-2 from “M” and using A as center cross arc in 
point 2. Next pick the champher line 2-3 from eleva- 
tion section and strike arc as at 3, which crosses with 
line 3-3. 

Repeat this until the point 4 is established, then set 
dividers equal to miter line in pattern “B” and using 
A as center, strike arc as at B. Then pick line 4-4 
from “M” and using 4 in pattern as center, cross 
arcs in point B. Then repeat the process until point 
16 is established, after which add the triangle making 
B-O equal to that length in plan. This gives you all 
the points through which lines can be traced for the 
pattern. 

In like manner the pattern “B” is laid out using the 
spaces for the octagon at the bottom and the spaces 
a’-b’-c’-d’ etc. in pattern “A” for the spaces at the 
top. This lengthens your stretchout to suit the miter 
cut. Laps for seaming and riveting must be allowed 
extra on each of these patterns. 
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PROCESSES PATENTED FOR CLEANING 
METALS AND PREVENTING THEM 
FROM CORRODING. 








Under Number 1,221,441 and 1,221,442, United 
States patent rights have been granted James H. 
Gravell, Philadelphia, Pennsylvania, for the processes 
for cleaning metals and preventing them from corrod- 
ing, which are described in the following: 

Number 1,221,441 :—A bath for cleaning metal and 
preventing it from corroding consisting of an admix- 
ture of calcium phosphate, sulphuric acid and water. 

Number 1,221,442:—A bath for cleaning metal and 
preventing it from corroding, consisting of an admix- 
ture of calcium phosphate, an acid salt capable of 
reacting with the said calcium phosphate to form 
hydrocalcium phosphate, and water. 


2 
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It is the man who resolutely puts his hands to the 
grindstone that keeps the other fellow’s nose to it. 
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ALL CHICAGO SHEET METAL CONTRACTORS 
INVITED TO ATTEND OPEN ‘MEETING, *~ 
TUESDAY, APRIL 17. 


All sheet metal contractors in Chicago are cordially 
invited to attend the open meeting which will be held 
under the auspices of the Allied Sheet Metal Contrac- 
tors Association on Tuesday, April 17th, 8 P. M., at 
the Hardware Club Rooms, twelfth floor of the 
Cunard Building, southwest corner of Dearborn and 
Randolph Streets. 

At this meeting further discussion will take place 
—on the “Open Forum” plan—as to ways and means 
for improving the conditions under which the sheet 
metal contracting business is now being conducted, 
and as every sheet metal contractor certainly should 
be interested in this matter it is important that a spe- 
cial point be made of attending this meeting and taking 
part in the deliberations. 
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‘SUNNY JIM’? DAUGHERTY RETIRES FROM 
SHEET METAL AND HARDWARE 
BUSINESS. 


No more will the Conventions of the National Asso- 
ciation of Sheet Metal Contractors be enlivened by 
the sonorous voice and inspiring sentiments of “Sunny 
Jim” Daugherty, for after twelve years of unqualified 
success in the hardware, sheet metal and warm air 
heater business at Nashville, Tennessee, the firm of 
McKay Brothers & Daugherty, of which “J. A.” 
member, will discontinue on May first, and our friend 


isa 


will become a broker of grain, flour and other mer- 
chandise, in which business he was engaged in his 
“younger” days. 

In a letter to AMERICAN ArTISAN he states that they 
have made money every year, disccunted their bills al- 
ways and that they had built up a clientele among the 
best people in their ‘section of the country, but that 
nevertheless they had concluded to sell out “while the 
selling was good,” because of the “cut throat” methods 
of competition now existing. 

He also writes that in 1916 the firm made more 
money than in any previous year of its history, but 
that the profit was made on the advanced prices of 
sheet metal contracted for on the low basis of cost 
and sold to other contractors, and that no contracting 
was done, their shop only taking on such repair work 
as came in. 

“Jim” Daugherty has for years been one of the most 
prominent men in the National Association of Sheet 
Metal Contractors and served as its President in the 
1913-14 term. 

His many friends will join American ARTISAN in 
wishing him all the success in his new enterprise. 

ea 


DIRECTORS OF WISCONSIN SHEET METAL 
CONTRACTORS TO MEET APRIL 18. 


A meeting of the directors of the Master Sheet 
Metal Contractors’ Association of Wisconsin will be 
held April 18th, 3 P. M., at Builders’ and Traders’ 
Exchange, 456 Broadway, Milwaukee. 
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SHEET METAL CONTRACTORS OF CHIGAGO 
SUBURBS TO FORM ORGANIZATION. 





The sheet metal contractors of Gary, Hammond, 
East Chicago, Indiana Harbor and Whiting, all sub- 
urbs of Chicago, across the Indiana State line, have 
formed an organization which is bound to result in 
material benefits to themselves as well as to the gen- 
eral public in the communities mentioned because 
through it many of the bad conditions in the trade will 
be remedied, such as the use of inferior grades of 
material due to price cutting competition, poor work- 
manship, etc. 

To assist in the work of organization, George 
Harms, President of the National Association of Sheet 
Metal Contractors, came up from his home in Peoria, 
Illinois, and was accompanied to Gary, Indiana, where 
a meeting was held April 11th, by a delegation of 
members of the two Chicago associations, consisting 
of Fred de Coningh, President of the Chicago Number 
1 and of the Illinois state organization, D. M. Haines, 
Secretary of Chicago Number 1 and President of 
the “Allies,” Harry C. Knisely and J. C. McFarland, 
members of both Chicago associations, and A. George 
Pedersen, Editor of AMERICAN ARTISAN. 

President Harms emphasized the benefits which are 
derived from Association work and which can be 
realized in no other way—getting to know one an- 
other and learning the fact that “the other fellow” is 
just as anxious to make a dollar as we, ourselves are ; 
that progress and betterment in our own business 
always follows organized effort, while “going it alone” 
usually retards our own individual progress. 

Fred de Coningh pointed out the fact that the men 
who do our work and those from whom we buy are 
thoroughly organized, so that unless we are as ef- 
ficiently organized we will be as the small stone be- 
tween two big grindstones and that by recognizing that 
our interests are identical with those of our fellow 
contractor, we can obtain the best possible results for 
ourselves only by working in full harmony with him 
in the betterment of the conditions which now so seri- 
ously handicap our business. He extended a cordial 
invitation to the Indiana Contractors to affiliate with 
the Master Sheet Metal Contractors’ Association of 
Illinois until such time as a separate state organiza- 
tion was formed. 

Harry C. Knisely spoke of the necessity for better 
knowledge of cost accounting, stating that it is just 
as necessary to know what it costs to do business as it 
is to know what the price of galvanized iron is, and 
that much of this information can best be obtained 
in discussion of association meetings. 

J. C. McFarJand emphasized the need for being 
“square with the other fellow.”” He said that few men 
—if any—would deliberately take work on which he 
knew he would lose money and that by learning of 
what enters into “costs” or “overhead,” by discussions 
in association meetings, all would find that they were 
on a fairly even basis. 

A. George Pedersen extended on behalf of Mr. 
Daniel Stern felicitations upon the decision of the 
sheet metal contractors in these Indiana cities to form 
an organization and offered the cooperation of 
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AMERICAN ARTISAN in any way in which the offices 
and staff of that publication might be of assistance 
to them in their endeavor to better the conditions in 
the sheet metal trade. 

J. Calvert, of the Calvert Hardware Company, 
Gary, is Secretary of the temporary organization and 
E. S. Roberts, Gary, is President. 





TONCAN METAL GIVES GOOD SERVICE ON 
ROOF OF GLASS MANUFACTURING 
PLANT. 


The claims for the exceptional durability of Toncan 
Metal Sheets are, according to the manufacturers, 
fully verified by letters attesting to the long service this 
material has given under the most trying conditions. 
Typical of these testimonials is a letter received from 
the secretary of a glass manufacturing plant. In this 
he states that since its application on the roof ‘of the 
buildings in the summer of 1912, the Toncan Metal 
has remained in excellent condition, and bids fair to 
last ten years or more. This is remarkable service in 
view of the fact that the large buildings in which the 
melting takes place are subjected to the corrosive 
action of fumes and chemical dust, all of which are 
decidedly severe on metal and would rust out an or- 
dinary metal roof in the course of a year or two. The 
corrosion-resisting property of Toncan Metal, the 
manufacturers point out, is due to its scientific pro- 
duction, and sheet metal contractors desiring full 
knowledge as to its manufacture should write for the 
“Sheet Metal Primer” to the Stark Rolling Mill Com- 
pany, Canton, Ohio. 
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1916 PRODUCTION OF KEYSTONE COPPER 
STEEL PRODUCTS TOTALS 232,336 
NET TONS. 


According to figures recently given out by the 
American Sheet and Tin Plate Company, Pittsburgh, 
their production of Keystone Copper Steel Products 
in 1916 was 232,336 net tons, which represents an 
increase of 227,025 tons over the 1911 production of 
5,311 tons, or over 4,000 percent. This tremendous 
increase they attribute to the demands of satisfied 
buyers and users of Keystone Copper Steel Sheets 
and Terne Plates. Copper steel is described as a sci- 
entific and correct combination of copper and high 
grade steel, forming a new metal or copper-steel 
alloy. Its extreme durability under all sorts of con- 
ditions, the manufacturers state, has been proven by 
a serjes of actual service tests extending over a long 
period of years, these results having been corrobo- 
rated by many independent tests conducted in all 
parts of the country. Details of these tests and other 
interesting information about Keystone Copper Steel 
Products can be obtained by addressing the American 
Sheet and Tin Plate Company, Frick Building, Pitts- 
burgh. 
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AMERICAN ARTISAN GREAT HELP. 


To AMERICAN ARTISAN: 

Your publication is a great help to me in my work. 
ALVIN E, BUEHRENS. 

Manawa, Wisconsin, April 7, 1917. 
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S. J. COCHRAN URGES THAT SPECIFICATION 
METAL ROOFS BE FEATURED TO 
ARCHITECTS AND BUILDERS. 





S. J. Cochran, Manager of the Sheet Metal Depart- 
ment of Hamp Williams Hardware Company, Hot 
Springs, Arkansas, believes in a positive aggressive 
campaign by manufacturers of metal roofing and sheet 
metal contractors to place the business on a more 
profitable and substantial basis. 

In the following letter which he is mailing to manu- 
facturers and contractors in this line, he urges that 
“specification roofs” be prepared and that proper 
specifications for laying such roofs be furnished to 
architects and builders, so that poor and indifferent 
sheet metal roofing may be prevented to a large de- 
gree and that, thereby, the metal roof may, once more, 
take its proper place, as the best and safest in the 
world: 

(GENTLEMEN: 

Do you not know that a tar and gravel roofing com- 
pany furnishes the architect and the owner of the 
building with a set of specifications, showing how 
to apply their roofing, also an insert of their specifica- 
tions in the architect’s specifications showing in detail 
how the sheathing must be laid and how the knot 
holes and cracks must be taken care of, and insisting 
that the architect or his assistant must see that the 
roofing is laid according to their specifications? 

How nice this is for the architect and the owner 
and the contractor to work from. Then all roofing 
contractors have the same chance; everybody is satis- 
fied, and the house owner has a good roof and guar- 
antee with a bond. 

Do you know the tile roofing companies have a 
large book called “A Detailed Reference Book for 
Architects,” showing flashings, valleys and chimney 
backs? That they furnish a set of specifications also 
telling how to apply their roofing and you must have 
an experienced man in your shop to lay their roofing 
and that they will not let an unexperienced man lay a 
tile roof. 

They will send men from their factory to teach one 
of your men to lay their roofs before you can expect 
to do any tile roofing. 

They furnish all material to finish this roof with 
specifications and blue prints showing how to lay the 
roof. Your profits are figured in this job for you and 
a good profit, too. What is the result? Everybody is 
satisfied and a good roof is laid. 

Now the Metal Roofing—the best of them all. 

Metal Roofing is laid on any kind of sheathing; 
rough wood, old wood, rotten wood, old wood shingles, 
tar paper roofing. Metal Roofing is laid by white, 
black or yellow people. 

A good Specification Metal Roofing would put the 
yellow boy out of business: a black eye on the inex- 
perienced man that would tackle a metal roofing job. 

[ wonder if the manufacturers notice the Metal 
Roofing business from good metal shingle towns fall- 
ing off? It seems that the manufacturers don’t care 
what their roofing is laid on or how it is put on, and 
I am satisfied that there are a large percentage of the 
Sheet Metal Shops that are not mixing up in the 
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roofing business under the conditions that now exist. 
Why? Everybody’s doing it. What? Metal Roofing. 

The metal roofers have given up to the rag roofs 
and the city ordinances have accepted the rag roofs 
as fire-proof, and when the big fire comes—well, the 





situation is H : 
Yours Truly, 
S. J. CocHRAn. 
Hot Springs, Arkansas, March 27, 1917. 





TIN-CLAD FIRE DOORS GIVING WAY TO 
ALL=-METAL CONSTRUCTION. 





BY SAMUEL H. TAYLOR.* 

The past few years have seen a radical change in the 
appreciation of fire retardants. Those which a short 
time ago were considered highly effective are now be- 
ing replaced by types and material of a higher stand- 
ard, as exemplified in the tin-clad fire door being 
superseded by an all-metal construction. This change 
does not, however, appear very remarkable when we 
remember that all lines of building construction are 
constantly being made more and more fire-proof. 

To the sheet metal contractor it might appear at 
first sight that the advent of the all-metal type of fire 





Installation of All-Metal Fire Doors. 


door, with its angle iron frame and heavy corrugated 
sheets, which is displacing the old tin-clad type, will 
take away part of his business, but this is really not 
so. A little study of the problem will show that while 
the character of the business has changed, the demand 
for the product still exists—in fact, is augmented by 
the improved construction—and further, that it is 
easily possible for the sheet metal contractor to profit- 
ably handle this class of business. 

A similar instance is noted in the case of corru- 
gated galvanized iron for sidings, roofings, etc., which 
formerly were nailed to wooden joists: The fact that 
wood construction gave way to iron, necessitating 
heavier sheets applied with rivets and heavy cleats, 
did not take this work away from the sheet metal con- 


tractor who went after it just as vigorously and ener- 
getically as when nails and wooden joists were used. 


Likewise it was not so very long ago that conductor 
pipe, shoes and elbows were all hand made in the 
shop, and yet no one acquainted with the sheet metal 
business today would say that the contractor does 
any less business in these articles because they are 
factory made and he simply applies them to the build- 
ing. He does at least as good, if not a better business, 
provided he has the proper initiative. 





*Assistant General Sales Manager, Merchant & Evans 


Company, Philadelphia. 


































































AE en WORE Tila LIK 


sedans imagen ni en on 


ee 





42 AMERICAN ARTISAN AND HARDWARE RECORD 


Conceding that the all-metal fire doors are factory 
made and from this standpoint do not give much work 
to the contractor, the fact remains that they are con- 
structed of sheet metal and hence the business of 
handling them naturally belongs to him because it is 
simply another form of work that he does. However, 
in order to secure a good share of this business, the 
contractor must thoroughly familiarize himself with 
the construction and merits of the all-metal fire re- 
tardants, as these are generaliy acknowledged superior 
to other types. Those who recognize the advantages 
of the all-metal construction will be quick to grasp 
the opportunity of handling them and will profit ac- 
cordingly. 

Some of the facts pertaining to all-metal fire re- 
tardants may be thus enumerated: Any fire door 
which receives the approval of the Underwriters’ Lab- 
oratories of Chicago and is installed to fully meet the 
requirements of the Insurance Inspection Bureaus 
having jurisdiction, will entitle the owner of the prop- 
erty to a reduction in his insurance rate. This reduc- 
tion is based on the degree of efficiency with which the 
openings in the fire or division walls are protected. 
lire retardants are divided into three different classes 
and naturally those which receive Class A approval 
will give the owner the benefit of the lowest insurance 
rates. Doors made of two sheets of galvanized cor- 
rugated steel or iron, interlined with asbestos are, as 
stated previously, recognized as superior to the stand- 
ard three-ply tin-clad fire doors that have been on the 
market for so many years, and the Underwriters’ 
Laboratories in their official statement say that 
“Standard Jin-Clad Fire Doors with three-ply wood 
cores are fairly substantial in construction, practical 
under most conditions, easy to install, but under ad- 
verse conditions of service, they are liable to deterio- 
rate rapidly and are difficult to maintain.” The all- 
metal construction withstands severest conditions and 
is exceptionally durable and easy to maintain. 

Those sheet metal contractors who keep abreast of 
the times fully realize that a great change is taking 
place in fire retardants for modern building construc- 
tion, and they also know that with the proper effort, 
this class of business can be retained and built up to a 
profitable degree. 


STOVE PIPE MACHINE ADJUSTABLE TO 
VARIOUS SIZES AND GAUGES. 


Time, money and labor are said to be saved by the 
use of a durable and efficiently-constructed stove pipe 
machine, such as that shown in the accompany- 
ing illustration. The Lightning Stove Pipe 
Machine, the manufacturers state, is 
capable of rapidly and perfectly 








Wict ha this 


STOVE PIPE MACHINE PAT APLOFOR { 


LN 


~ pr 





Lightning Stove Pipe Machine. 


grooving or closing the seams on nested stove pipe. It 
can be easily attached to any post, wall or bench and 


is operated with great facility. Aside from being 
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simple in construction and rapid and practically 
noiseless in operation, this appliance is fully ad- 
justable to all sizes and gauges of stove pipe, warm 
air heater pipe and fittings, and other sheet metal 
articles. It is manufactured by Hemp and Company, 
and full particulars, together with price list, may be 
obtained by addressing them at St. Louis, Missouri. 





HAND OPERATED SLITTING SHEAR CUTS 
SHEETS TO STRAIGHT OR IRREGULAR 
PATTERNS. 


Included in the Little Blacksmith line of hand ma- 
chines for sheet metal workers, coppersmiths, plumb- 
ers, etc., is the Slitting Shear Number 9, illustrated 
herewith; which is designed to cut 
sheets of any length, either to 
straight or irregular patterns. The 
lever of the machine ordinarily 
works to the front, but can readily 
be changed so that the helper can 
work it from the rear when cutting 
large sheets. The width of the 
blade is three inches, the weight of 
the machine is go pounds, and ac- 
cording to the manufacturers, it is 
simple and effective in operation, 
shearing Number 12 stock easily. 
At the bottom is a pedestal, con- 
sisting of a 2-inch pipe terminating 





Little Blacksmith in a cast iron base 12 inches in di- 

Slitting Shear,» meter, and if desired, a floor plate 
12 by 12 inches can be substituted, which when set 
flush with the floor, with the pedestal unscrewed, 
leaves nothing in the way. Further information about 
the Slitting Shear and other machines can be obtained 
from H. Weiss and Company, 18 Cliff Street, New 
York City. 





ae 


NOTES AND QUERIES. 


Files Re-cut. 
From Summit Stove Works, Morrison, Illinois. 


Kindly let us know where we can have files re-cut. 
Ans.—Chicago File and Rasp Company, Grand 
Haven, Michigan; Vixen Tool Company, 35 South 


Clinton Street, Chicago, Illinois. 
Black Japan Metal Bushel Baskets. 
From A. W. Simpson, Ida Grove, Iowa. 


Please let me know where I can procure black japan 
metal bushel baskets. 

Ans.—Lalance & Grosjean Manufacturing Com- 
pany, 1900 South Clark Street, Chicago, and National 
Enameling and Stamping Company, Milwaukee, Wis- 


consin. 
Manufacturer of the “Bcss’’ Oil Stoves. 
From J. H. Bedford, Bridgeport, Illinois. 


Please advise who manufactures the “Boss” Oil 
Stove. 

Ans.—E. H. Huenefeld Company, Cincinnati, Ohio. 

sxsillilinwciinesioa 

Pay as little attention to discouragements as possible. 
Plow ahead as a steamer does, rough or smooth, rain 
or shine. To carry your cargo, make your port, is the 
point.— Maltbie D. Babcock. 
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1,221,040. Saw-Set. James A. Ferguson, Plummer, Idaho. 
Filed June 20, 1916. 

1,221,044. Automobile-Lock. Maximillian R. Golz, Chi- 
cago, Ill. Filed March 7, 1916. 

1,221,076. Mounting for Glass-Cutters. Samuel G. 
Mounce, Unionville, Conn. Filed Feb. 26, 1914. Renewed 


July 1, 1914, 


1,221,099. Hose-Reel. Albert W. Sherwood and Glenn D 
Reedy, Buffalo, N. Y. Filed Aug. 9, 1913. 

1,221,098. Kly-Trap. Orie Shackelford, Fairmont, W. Va. 
Filed April 19, 1916. 

1,221,132. Lock. Frank Blankavag, Princeton, Wis. [Filed 
July 22, 1915. 

1,221,174. Washing-Machine. Geary E. Hawk and Emery 


A. Hawk, Camden, N. J. Filed April 14, 1916. 

1,221,180. Latch. Luther W. Holland, Pleasant Hill, Mo., 
assignor to Holland Automatic Lock Co., Pleasant Hill, Mo. 
Filed June 2. 1916. 

a 1,221,204. Lawn-Mower. Hubert H. Montague, Traverse 
City, Mich. Filed April 10, 1916. 

1,221,228. Toaster. 
Filed May 13, 1916. 

1,221,297. Compound Tool. 

S.C. Filed Feb. 18, 1916. 
1,221,312. Animal-Trap. 

S.C. Filed Oct. 27, 1915. 
1,221,344. Mallet Attachment for Hammers. 

Marcotte, Babylon, N. Y. Filed July 11, 1916. 


Samuel C. Shaffner, Chicago, III. 


James A. Dunagan, Taylors, 
Cades, 


Linwood L. Graham, 


Joseph A. 


_ 1,221,425. Hose-Clamp. Albert J. Dremel, Racine, Wis. 
Filed June 3, 1916. 
1,221,436. Plane. John W. Gaede, Cleveland, Ohio. Filed 
April 7, 1915, 
1,221,514. Foldable Camp-Stove. William L. Crain, Los 


Angeles, Cal. 


Filed Aug. 19, 1916. 








1,221,528. Door-Holder. 
D. C. Filed May 26, 1915. 


1,221,535. 


John KF. Golding, \Washington, 


Theodore A. Holmberg, Cleve- 


1916. 


Gas-Burner. 
land, Ohio. Filed Oct. 12, 
1,221,539. Gas-Stove. 
Kans. Filed Sept. 18, 1914 
1,221,566. Soldering-Iron. 
Hl. Filed Nov. 23, 1915. 
Milk- Pail. 
Filed June 13, 1916. 
1,221,612. Sheet-Metal Ventilation- Window. 
Shrauger, Atlantic, lowa. Filed Aug. 11, 1916. 
1,221,616. Trigger Mechanism for 
and Pistol-Swords. Anton Solman and Albin Sliwinski, Pitts- 
Filed Sept. 7, 1916. 
John Woods, 


Claude R. Johnson Neodesha, 


Frederick Moench, Rusiville, 


1,221,583. William G. Parmele, Chetopa, 
Kans. 
Darius E. 
Automatic lirearms 
burgh, Pa. 
1,221,644. 
18, 1916. 
1,221,656. 


Rock, N. C. 


Level. Unity, Me. Filed May 


Tool-Handle. Thomas S. Benison, Fast [lat 


Filed Dec. 28, 1916. 


1,221,673. Milk-Pail. TErnest L. Canty, Augusta, Me. 
Filed March 21, 1916. 
1,221,683. Strainer. Albert Cohn and Louis Hf. | debs, 


Filed March 7, 1916. 
Concealed-Hinge Construetion for 
Filed May 29, 


Chicago, Il. 
,2?1, 684. 
William H. Collier, Nashville, Tenn 


Doors, &e. 
1916, 


1,221,724. Can Opener and Holder John H. Haack and 
Erick Mietoff,.Los Angeles, Cal. Filed Sept. 4, 114 

1,221,725. Multiple Pan. Harry J. Haigh, New York, 
N. Y. Filed Sept. 19, 1915. 

1,221,777. Combination-Too] ist Uney, Oakland, 


Cal. Filed May 4, 1915. 
1,221,808. Garbage-Can. Adolf J’. Witte, Chicago, I1l., 
assignor of one-half to Maurice 5. Dick, Chicago, Ill. Tiled 


March 15, 1916. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








NEEDS NOT TO AFFECT IRON AND 
STEEL MARKET TO ANY GREAT 
EXTENT. 


WAR 





Despite the large tonnage of i1on and steel prod- 
ucts that the government will require for war pur- 
poses, it is expected that mills will not be inconveni-« 
enced to any great extent. Estimates place the quan- 
tity required during the year at 1,000,000 tons, which 
is less than half of the production for one month. It 
is estimated by others that the government require- 
ments of steel for munitions of various kinds will be 
equivalent to about five per cent of the total steel out- 
put, the purchases heretofore made by the entente 
Allies having approximated about ten per cent of the 
American production. 

Tentative provision for the government’s require- 
ments has been made without interference with the 
ordinary business of the mills. The announcement 
that a basic price that the government is to pay for 
steel plates, shapes and bars has been agreed upon, 
meets with general approval in the trade. 


Although the cash saved by the government on the 
agreed price basis will total about 20 millions of dol- 
lars, it is believed that the earnings of steel companies 
will not be materially affected, as the entire conces- 
sion amounts to no more than a tax of about two per 
cent on capital. However, it is realized that it would 
not be wise, from the government’s point of view, to 
carry its price fixing and taxation policies to such an 
extent that industrial profits will be so greatly cur- 
tailed as to cause severe declines in security values. 
3ankers point out that shrinkage in the values of out- 
standing securities will, to that extent, impair the 
ability of investors to subscribe to government bonds, 
as well as produce unnecessary instability in financial 
markets. 

There was no abatement in the upward trend of 
prices during the week, tin plate and tubular products 
leading the advance. Increases were also recorded in 
semi-finished grades and in other forms, the advances 
being due in most instances to the increased cost of 
Bessemer and basic iron. Pig iron continued to ad- 
vance, while the non-ferrous markets were dull with 
lowered quotations. 

STEEL. 

Little effect of war pressure upon private demand 
for steel products is noted by steel manufacturers, and 
consumers are continuing to make efforts to place 
large orders for plates, shapes, bars, sheets, tin plate 
and other steel articles. Consequently, unfilled orders 


on the books of leading steel makers are growing 
rapidly and during the week have shown a consider- 
able increase over shipments, which are still below 
normal because of shortage of available freight cars. 


Little new business is being taken in most lines, the 
manufacturers holding their products as far as pos- 
sible to meet the possible needs of the government, 
and take care of their regular customers’ requirements. 
The prices at which the steel manufacturers of the 
country have agreed to sell steel to the Navy Depart- 
ment represents concessions from the current prices 
of the leading interest. 

The prices are those which were paid by the gov- 
ernment in the early part of 1916, namely: 2.90 cents, 
Pittsburgh, for plates and 2.50 cents for shapes and 
bars. 

Persistent reports continue that higher prices on 
plates, shapes and bars will soon be announced and 
much speculation being indulged in by the trade as to 
the amount of the advance in each case. The nominal 
quotations remain at 4.69 cents for plates, 3.54 cents 
for bars and 3.79 cents for shapes, all Chicago mill, 
with high premiums for prompt material. 

Chicago warehouses have advanced steel plates to 
6 cents, but have as yet made no higher prices on 
bars and shapes. 

COPPER. 

The copper market during the past week has been 
a rather neglected affair, as far as surface conditions 
indicate. In the New York market, fourth quarter 
Electrolytic is offered at 29 to 29% cents and for 
Lake this range might be shaded. Producers are ap- 
parently resisting the hints to sell to the Allies at the 
same prices as to the United States government, but 
the market is feeling the untoward effect, and the 
number of tired holders of futures is legion. 

Consumers are purchasing only enough metal for 
actual needs, in the hope tthat developments will 
lower prices still further. It is quite likely that nego- 
tiations between large producers and important con- 
sumers are progressing for both nearby and deferred 
deliveries that may suddenly be needed if indirect 
war requirements by the United States and the Allies 
materialize. For the present, however, Electrolytic 
is feeble, with 33 cents remaining the top price for 
spot, and a shade of half a cent for each month later. 
Spot Lake is quoted at 32% to 33 cents and casting 
at 30 to 31 cents. Warehouse prices on sheet copper 
have been reduced 2 cents, the new quotation being 
42 cents a pound. 

TIN. 

In the tin market there also was little activity with 
future business practically eliminated. The uncer- 
tainty of the shipping situation is making the market 
at best a narrow affair, and the slight advances in ‘he 
London tin market during the week were virtually 
without effect here. In the New York market spot 
Straits is quoted at 5434 to 55 cents, while Banca 
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tin is still being offered at 5314 cents. Chicago ware- 
house prices on pig tin and bar tin remain respectively 
at 61 cents and 62 cents per pound. 





SOLDER. 

Solder prices remain the same as those quoted in 
the April 7th issue of AMERICAN ARTISAN, namely: 
XXX Guaranteed, % & Y%, 3434 cents; Commercial 
1% & Ya, 3234 cents, and Number 1 Plumbers’, 3034 
cents. 

TOOLS AND BUILDERS’ HARDWARE ADVANCE 

Manufacturers of many lines of tools and of build- 
ers’ hardware have advanced their prices again, the 
latter showing a general increase of 20 percent while 
for instance on hammers, planes and levels the ad- 
vances average around 15 percent. 





ROPE PRICES ADVANCED. 

Cotton, Sisal and Pure Manila Ropes have been 
advanced approximately 25 percent by leading man- 
ufacturers. ‘ 

TIN PLATE. 

Most mills have already disposed of their entire 
output of tin plate for shipment in the third quarter 
of the year, and some makers are virtually out of the 
market for delivery during the remainder of 1917. 
The leading interest has made no change in its base 
price of $7.50 for second half shipment, and some 
makers are selling material at as high as $10.00 base, 
for delivery within the next ninety days. Chicago 
warehouses have advanced their quotations on first 
quality bright tin plate, the increases ranging from 
55 cents to $1.80 per box. IC 14x20 is now quoted 
at $12.25 per box and IXXXX 20x28 at $34.80 per 
box. 

LEAD. 

Fairly good business has been closed in lead dur- 
ing the past week, but prices have gradually declined. 
The outside market is ruling very easily and sellers 
are asking as low as g cents St. Louis and 9% cents 
for spot shipment, New York. The leading interest 
is still quoting 9 cents and quotations of the outside 
lead market are: Prompt and April shipment, St. 
Louis, 9 to 9% cents; and May, 87% cents. 





SPELTER. 

The spelter market eased off perceptibly during the 
past week. Production continues large, while con- 
sumers are holding off, with the result that the com- 
petition among sellers has brought. much price shad- 
ing. Quotations for Prime Western brands, St. Louis 
basis, are about as follows: Prompt shipment 95% 
to 934 cents; May shipment 9% to 9% cents; and 
second quarter 9 to 9% cents. Brass Special con- 
tinues to command a premium of about 14) to 54 of a 
cent over Prime Western. 





SHEETS. 
The Chicago sheet market is ruling decidedly 
strong, with the demand for all grades far exceeding 
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the available supply. Practically no sheets are to be 
had for this quarter’s delivery, and makers have not 


as yet opened their books for last half business. In- 
dependents are conforming to the new schedule of 
prices recently announced by the leading interest, and 
some independents have been asking prices equal 
to the new schedule for some time. These quotations 
are 5.44 cents for 10 gauge Blue Annealed sheets, 
Chicago mill, and 5.94 cents for 28 gauge black 
sheets, Chicago mill. 

Chicago warehouse prices have been advanced 50 
cents on blue annealed sheets, the new quotation for 
Io gauge being $5.55 ; 60 cents on one pass cold rolled 
black sheets, the new quotation on 28 gauge being 
$6.50; and 75 cents on galvanized sheets, the new 
quotation on 28 gauge being $8.75; all per hundred 
pounds. Polished sheet steel has been advanced 35 
cents, the new quotation for 28 gauge being $7.20; 
smooth sheet steel has gone up 20 cents, the new 
quotation for Wood’s Smooth 28 gauge being $6.75; 
and patent planished sheet iron has been advanced 50 
cents, the new quotation being $12.00 per hundred 
pounds. 


— 


OLD METALS. 


In the Chicago market conditions in old metals show 
little change; only a slight demand for material exists, 
and most of the consumers are not buying anything. 
The general disposition is to wait for further devel- 
opments in the war situation and until primary 
market shows some signs of picking up. Wholesale 
dealers’ quotations which may be considered nom- 
inal, are as follows: Old steel axles, $39.00 to 
$40.00; old iron axles, $38.00 to $39.00; steel springs, 
$26.50 to $27.00; Number 1 wrought iron, $28.50 to 
$29.00; Number 1 cast iron, $19.50 to $20.00, all net 
tons. Prices for non-ferrous metals are as follows 
per pound: Light copper, 24 cents; light brass, 141% 
cents; lead, 8 cents; zinc, 8 cents; cast aluminum, 34 
cents. 


PIG IRON. 


Pig iron, as yet unaffected directly by war influ- 
ences, is sweeping on. Buying for the more extended 
future has been moving westward, and prices again 
have advanced generally. The Chicago market is 
strong, and sellers of Northern pig iron have estab- 
lished a minimum of $39.00 furnace for Number 2 
Foundry and Malleable. At the same time, sales 
have been made at $40.00 furnace, and this promises 
to be the ruling quotation in a short time. These 
prices apply to any delivery during the present year. 

Increasing inquiry is being received for iron for the 
first half of 1918, and some sales have been made, the 
price asked being $35.00 furnace. Southern iron for 
the last half of the year is increasingly scarce. Some 
selling agents in this territory are unable to place any 
further business for this year and there appears to be 
no ruling quotation. For the first half of 1918 sales 
are reported at $35.00 Birmingham and several inter- 
ests have taken business at $32.00 Birmingham, which 
latter price is being withdrawn. 
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No. 18-20...-. 000+. per 100 Ibs. $6 30 Smokeless Leader Grade. ..... 30% No. IS, socket han‘id."<"” 1 25/ Hand. 
o 22 2Bheevesccses per opis & + Beep satiated aalaedaaeaaiaatdal 7 ; and Bell ‘ 
Ne a pgesnee seen per 100 Ibs. 6 40/U. M. C, . White Meta —— PCRS 40&107% 
+ per 100 lbs. 6 45| Nitro Club AXES. Nickel Plated... 1122222221227" 40% 
OS EGS oer 100ibe. 6 50| ASfOw............0- saber 15&5% | Boy’ a. 3 0% 
ey £3 5% Boy's Handled. Swiss. ooo veneers 408i31% 
_New Club...... eS et ae 75, | Lippincott, 3 tb... “~" ilver Chime.......... 331%, 
| seceeeseeee7%| Marshall Falls City.. -per doz. $6 00 |Miscellaneous. == eo 
GALVANIZED stskccstacss 6 50 | Church and School, steel all 
NO. 16 ....c0cce0e: ‘Gun Wads— Broad. “ alloy... .50% 
No.1 per 100!bs. $8 00| Winch per 1000 PI —— a 
“sa ee per 1001bs. 8 15 ead oo ieee veneer $2 05 umbs, Pag Pb 555505600 sRO bun | ‘Each...... ‘sr ‘90 2 40 75 100 
BRCM ccnvccckd per 100! bs. 8 30) . tO gauge........ 1 80 »o pen. .. Se G 355 475 
MOB .ssscsccscadl per 1001bs. 8 45 | Powder. gauge....... a! 50 iremen’s (handled), od BEVELS, TEE 
ng oi ae: per 1001bs 8 6o| DuPont's Sporting, — ieee $10 4 Plumbs, Miners’ handiey —o po ee" s, rosewood handle, new 
te per 1001bs. 8 75 | “ _-** 5 40 | S nt LEEPER Ee Net 
No. 30... ae | keg 6a ee tanley’s iron h eocceed ets 
ere per 1001bs. 9 25 DuPont’ s Canisters, Lb. ee = | @ inal ean andle............Nets 
“ | 
. Smokeless drums... 32 arren Silver Steel..... 
POL > ages —* 4 50 ee Blue Finished....... if 50 a er 
ISHED SHEET STEEL. ve ” ‘ee bas Rough Rider... 27... Zinc......... 70% 
“ remi SS cco 4. «| REE 7 
No. 2 ‘ Tilia per 1001bs.$7 00 > 4-kegs... 5 75 | er, Forest Clipper 8 50 beam, ae cearepexese 60&5% 
od +4 : 10] L. a4 Orange, Extra ipertinn ee Se 75 
8. 10\. . ~HEBS---------- 
per 100lbs. 7 20) L. & . a Bran Extra Sportiz . $10 25 tee Bitted (without handles). Auger. BITS. 
lL.& R ‘~ ibieehe shrine “a co Saver Steet eres #9 00| Extra Double Spur 708109 
m range, Extra Sporting Rough Ri _ inished....... 800| Ford's Car and Machine... .40& 10% 
SMOOTH SHEET STEEL. | L&R. Be cvéccig 78) 2222 7 09| Pord’s Ship......-.-.-.0, oo 
ing OS GOS aA AIS AR Re eS: 
Per 100 Ibs. | lb. . camaters eee i bh ere : Russell Tenning’s..........308! 5 0% 
Wood" + Smooth a $6 50] | mF ty Ib cans og Sporting 56 | Double Bitted (without handles). Clark's pantivs pee ee 
a é No 22-24. . 6 55) L. & R. Orange, _sordelt CEES pe 32 Blood’s Champion, 34 to 4} Ib Steer’ s re * Small list, $22 00. 259%, %, 
No 25-26 .....- 6 60) - }-lb. canisters. . ng Seibesakgss ese tera ov per doz. 12 50! Irwin C Large “ $26 00. .25% 
e N ercules ‘ “B. C." and “Infallib o 18 BO. ccersece “ 1 1 Car... .. sees eee e eee , 509 
“ ng Diveeneecs 6 6 Ans nd ‘‘Infallible ape Premier. ‘5 12 30 Pes s Ship Auger pattern “ 
rr —— Hy ee 3 e above prices on ax Bo 3S oc = 
coos 6 i ercules begs C. ‘ and‘ ‘infallible’ 50 » ae the | of 3 to 4 Ibs. en 50% 
, “Hercules “B..a nd “tafe” 10 PST ie caeeaee te. poche near eaaalaa 15% 
ATENT PLANISHED SHEET, Hercules “E. EC a al “ing “ti ate, 9 00 44 to 54 lbs. advance 75c. Countersink. 
IRON. H 9 seed —_ 5 75 | No. 18 Wheeler's. beaue per doz. $1 80 
Patent Planished Sheet Iron, we 6. * and “infallible | BA pete s wD 40 
MMs esas sacaccsecesh $12 09) Hereules W. A. 30 Cai. ide,” a a icon Gost. |S 
canisters........ ' B.-... » ia 
_— > Lightning Rife” $1 25 [eg 1,000. "$2 0 3 95 ite 5 so | Mahew’s Plat. i. a 
we ti‘édt enc =n === = a | “Snail... . 4 
XXX Guaranteed § & ieceuien ; St Oe Rife’ 1 25 | 1 40 
4..perlb, 34%c| canister. , | Dowell 
Commercial 4 & I Bo eee 1 BALA 
No. 1 Pl Brsetoes «' 324¢| Hercules Unique Rifle canister a | NCES, SPRING. Russell Jenni 
. 1 Plumbers... ..... “304 Hercules Bullseye Re = 1 $0 |Pelouze.......... ennings..........- 30&10% 
Shot. Serene 2" gee 20% | Gimlet. 
SPELTER Drop shot, sizes | Standard Double Cut 0% 
B 25- smaller than Sis en... oe deo. 6 40 
SATO sahsaceesne et cele 12e| Drop sh Bt per bag.. | BARS, CROW. erman.. . ‘ nea ele per doz. $0 60 
a 8, per bag a. sizes, | Pinch or Wedge Point, per cwt.. $4 00) Gouge. ....0++.02+0. “ 4 
vache ale per bag........ ’ + | Mtr nes verbs “ 507 
SHEET ZINC. Chilled ot 2 lg ‘a 3 95 | Countersink:/ 323022.“ 30 
Cask lots | ; 
pebienesomuepes swore $22 00 BASKETS. | Reamer. 
Less than Cask lots. .$22 50 to $23 00) 7, ANVILS. |Clothes. neo m : 
Trenton, 70 to 80 Ibs......9%c per Ib | Small Willow | Jecaie’s Bemars..... “ 250 
Free eee oer Bebe TR | Medium = ........ per,doz. 10 00/ American Octagon... 2 00 
ali mi Gee 2302.3 - ean Octagon... “= 1 75 
ASBESTOS. |Golvan ized Screw Dri 
ized Irom. bu. 1 bu. 1d bY] No 7 eon 
‘ en 55 
$5 50 800 1100 No.1 Triumph...... % 1 25 


Copper sheet, b WO 2 S8993 95 
ABC cceccce: sees: 42¢ Board and Paper 10c per lb.’ og eee 
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